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Favor Holding Triple Convention Next Year 
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Some Inconsistencies of the Supply Business 
H. G. Elfborg 


Silver Anniversary of the Laib Co., Louisville 
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“The Mill Supply Salesman” Section 


Some Recommendations for Salesmen 
J. C. Richardson 
The Subtlety of Flank Attacks 
Frank Farrington 
Wide Markets for Welding Equipment 
W. A. Slack 


GE Getting the Salesinen to Study the Line 
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This Oiler Is Easily Installed 


The Detroit Force Feed Oiler Model J. T. S. 
is supplied complete with necessary fittings and 
connections for easy and substantial installa- 
tion. The drive shaft extends through both ends 
of the tank so that the drive arm can be applied 
at either end. Thus the oiler can be used for 
right or left hand installation. 


This important feature together with eleven 
other distinct characteristics are fully explained 
in our No. 100 Bulletin. Write for a copy. 





DETROIT LUBRICATOR (OMPANY. 
DETROIT, U. S. A. 
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CT” HE Columbian Line of Visesincludesavise In Columbian Vises are embodied exclusive, 

for every purpose in a full range of sizes. patented features not to be had in any other 
Distributors of the Columbian Line are able vises. Columbian Vises enjoy a wide sale 
to meet every vise demand from the trade. among mechanics who know good tools. 


THE COLUMBIAN VISE & MFG. CO. 


Successors to The Columbian Hardware Company 


CLEVELAND, OHIO 


COIUMBIAN VISE 
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More CAPITAL ‘‘Red Cap”’ Industrial Brooms and 
Brushes are sold by the mill supply jobbers of America, 
than any other make. The CAPITAL Line is stocked by 
practically all the leading jobbers of the country, whose 
experience is that the CAPITAL “Red Cap” Line sells 
faster and easier, produces a greater repeat volume, and 
larger profits than any other line they can handle. 


“Red Cap” leadership in its field is an established fact. We 
cordially invite jobbers not now handling the CAPITAL 
Line to write for our proposition and details of business- 
building plan of sales co-operation. 


Indianapolis Brush & Broom Mfg. Co. 


27 Brush St. Established 1890 Indianapolis, Ind. 


{|| Brushes-Brooms 


For All Industrial and Trade Uses 
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Bors Goulds Small Centrifugal Sump Pump for 
Give them a chance and you will Draining Cellars, Pits, Pipe Tunnels, 


always specify Sumps, Etc. 


‘ Has These Features: 
Libbey 


Automatic in Operation — 
When sump is full the float 


_— > ~ , ~“ = rises and_ starts the motor. 
High Pressure Gauge Glass Wheic cous ix dead, the 
float falls and the motor is 


Standard Gauge Glass 
Red Line }:'",,. Gauge Glass 


stopped. 
Economical — Electrical cur- 


rent is used only when pump 
is running. 


Pressure 
Oil Cup Glasses 
4 p Ble H ; 
ti Reliable—The pump is always 
submerged and ready to start. 
No priming necessary. 
Noiseless — The pump has no 
valves, plungers, or gearing, 
to produce noise. 


Over 100 years experience in glass mak- 
ing guarantees the high quality of Libbey 
Products. 


These glasses have passed and will pass 
all standard tests provided to prove their 
Superior Quality. 


Write for Booklet 





Write for our Catalog “M" 


Fig. 3020 GOULDS PUMPS, Inc. 


Automatic Cellar Drainer Seneca Falls. N. Y 
he 5 ‘ ° 

















The Libbey Glass Mfg. Co., Toledo, Ohio | £ 
SARETY ALWAYS P U 
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HILE this is an era of efficiency 

which tends to take personality out 
of business, HEWITT believes that the 
highest service comes with individual in- 
terest to the individual customer. 


Every member of the HEWITT organ- 
ization, from the mill mixer to the man- 
ager, has been trained to put himself in 
the position of the purchaser. With this 
dominant idea the customer WILL be 


HEWITT RUB 
BUFFALO, 


served most satisfactorily. 


Through the era in which we are now 
passing, and in the future, HEWITT 
will endeavor to preserve this tradition. 


With such a policy steadfastly main- 
tained and with a complete line of in- 
dustrial rubber products, HEWITT 
makes an ideal proposition for every en- 
terprising Mill Supply Dealer. Write 
today. 


BER COMPANY 
NEW YORK 
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SALE MEANS MORE my ° oe 
THAN JUST PROFI: Pros 172k y 

It means a satisfied customer, ns om i 
one who will remember the serv- 3 a ter ‘es 
ice and satisfaction derived from : [ sag 
his “TOLEDO” tools during all of | fi: 
their years of service and will re- BF 
turn to you with repeat orders as Het: 
his needs demand. ! H n 

j i + 

Be sure your customers are that —— } ; 
kind. “TOLEDO” tools assure Sr: j 
them. A SR nas SR ec ee 


THE TOLEDO PIPE THREADING MACHINE CO., TOLEDO, O. 











WE MAKE 


Forty Years of Knowing How 


There is something in a name, and so every 


Pressed Steel Wheels product that comes from our stamping ma- 
Ee ye aT ee chines, no matter how humble or important its 
to stand all the stresses and strains that purpose, must add to the cood reputation 
speedily put wooden wheel or iron spoked : : age . ; 2 
on the junk licap Mullins has acquired in forty years of experi- 





ence in the manufacture of metal stampings. 








Shop Equipment 
Tote pans, shop barrels, shipping barrels, 
pressed steel cuspidors — a complete line of 
built-to-last shop equipment 







Kettles and Ladles 


Melting and pouring kettles, dipping 
and skimming ladles, et« 


Elevator Buckets 
Of all) kinds, shapes and sizes, after 
the original Salem patents, whieh have 
been standard since 1880. 





RL, 





Three venerations of jobbers 
have found Mullins lines 
profitable. Tf you are not familiar with our products 
and prices, write us for further information, 


MULLINS BODY CORPORATION 


102 Mill Street SALEM, OHIO 
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BELIEVE ME ELIZABETH, 
WHETHER YOU MAKE THIS 
HILL OR NOT, THIS IS 
GOING TO BE YOUR LAST. 
RIDE. I'M GOING TO GET 
‘ ME ONE OF THOSE SURVEYS 
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Salesmen With Skayef Certified pense | 
i 
( fant {BING the hill of modern business to pages, every fact and figure available of results i 
successful sales is lots easier for the attained, savings in power, lubricant, main- | 
salesman whose house handles Skayet Self- tenance, belts, etc., has been set forth in . 
Aligning Ball Bearing Hangers and Transmis- detail. A comprehensive index makes every | 
sion equipment and backs him up with the item of interest to the prospect easy to find. [ 
Sk > nor { > j te rT ' ¢ “A. > L Se : 
Skayet * rttolio of certified ‘eee He And an executive of each plant has put his i 
doesn’t “put put” along with the “also rans, OX. en dhe mots | 
because he has at his finger tips the dollar and — | 
cents information which every prospective Give your salesmen the chance to do some 
buyer of plant equipment expects before real business with Skayef Self-Aligning Ball 
placing his order. Bearing Hangers and Transmission equipment 
Extensive work by an independent en- and—boost your own profits. Remember the 
gineering organization in the plants of 17 Surveys are for Skayef Transmission agents 
manufacturers in widely different lines has —only! Your inquiry for details will be 
made possible the Skayef Survey. Into 116 promptly answered. 


*” INDUSTRIES, INCORPORATED, 165 Broadway, New York City 


naKF , 


Self-Alig site all-Bearing 


- HANGERS ; 


SKF INDUSTRIES, INCORPORATED, 165 Broadway, New York City 
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Much Time Can Be Wasted in Buying 


How much time do you spend in buying? 
How much is devoted to even the single 
item oi small tools? Counting overhead, 
salary, and a fair profit, your time is prob- 
ably worth from $2.00 to $10.00 an hour. 
Can you buy effectively and yet save some 
of this precious time of yours? We believe 
you can—by greater concentration of small 
tool purchases. 


Many Good Lines 


There are many reliable manufacturers, 
many capable and worthy salesmen. Con- 
centrated buying need not confine your 
choice. Naturally we think we can show 
some advantages in selecting us. Yet 
whether you do or not, you will be money 
ahead if you confine buying to as few 
sources as possible, consistent with value, 
quality, reliability and satisfactory service. 


Concentrated Buying Makes Selling 
Easier 

Your salesmen—you yourself—sell most 

effectively the lines you know best and 

those in which you have confidence. Like- 


Come 46 





gs 
Time is the most valuable asset you 
How can you get the most for it ? 


wise you sell more eagerly when you know 
the transaction will net a profit and build 
good-will. 


GT D small tools and pipe tools have a 
deserved reputation. Your customers know 
them and will accept them. You do not have 
to waste valuable time in explaining who 
makes GYD tools. Buyers know they are 
good. 


“Come to Headquarters” 


When we say “Come to Headquarters” 
we mean that we invite you to take advan- 
tage of saving time and money by concen- 
trating threading tool purchases. With one 
order, one freight bill, one carting charge, 
one checking and one remittance, you can 
cover taps, dies, drills, reamers, screw 
plates, gages and a full line of pipe tools. 
You deal with one salesman and you make 
one manufacturer responsible. 


Incidentally, to that manufacturer you 
become a big buyer. Have you catalog 49 
which shows our full line? If not, please 
mail the coupon. 


/ Greenfield Tap X Die Corp. 
Greenfield, Mass. 









GREENE 


CORPORATION | 


GREENFIELD. 
15 Warren Street 
Detroit, 224-226 W. Congress Street 


er1 hf 


New York, 


When writing to Advertisers ple: 


TAP AND DIE. 


SMASS.,U.S.A. 


Chicago, 13 So. Clinton Street 


Please send me a copy of your catalog No. 49. 
| Signed 

| Street 

| City State 

I 

I Ml. Sup. A 
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STEEL BELT LACING 
Stelend ¢ y 
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Call on our 












Engineering 
epartment 

for experienced 

recommendations 


on joining difficult 








or unusual 





belting drives. 
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has, for more than 35 years stood for the 
highest ideals in pulley design and con- 
struction. For the very heaviest and most 
grilling duty the standard REEVES never 
disappoints. It performs with the utmost 
satisfaction. 


Flexible Steel 
Lacing Company 
1633 Lexington st. 


Chicago, U. S. A. 
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Her moron 


with interchangeable cone centers, is of the same 
sturdy, dependable construction as al] REEVES 
products and can be carried in stock same as 


split pulleys. To fill an order, merely get off i; 
the shelf a pulley of the desired diameter and bm 
face and fit into it a cone center with the correct ‘ 
bore. No reboring, no delay and no trouble— L 


which means a wr customer. 


Get dealer’s and jobber’s proposition. 
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REEVES PULLEY CO. 


Columbus, Ind. ’ Pa fe % MANUFACTURES 


Reeves-Bond Sales Co., 39 So. Clinton St., Chicago LISBON, OHIO, 
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Making Customers 





Come Back For More 


The Universal Giant WOOD-FAFNIR Line of Power Trans- 
mission Machinery offers a combination of stability and econ- 
omy that has a decided and proven sales appeal. 


Linked with the 69 years’ manufacturing experience behind 
the U. G. Line is the well known and efficient Fafnir Ball 


Bearing—an appliance that is a battering ram to the door of 
increased and continuing sales. 


WOOD-FAFNIR Ball Bearing Hanger Boxes, Ball Bearing 
Pillow Blocks and Post Boxes, Ball Bearing Loose Pulleys and 
Ball Bearing Equipped Friction Clutches, made in Chambers- 
burg, provide the usual Wood’s quality that makes your cus- 
tomers come back for more. 


A few profitable territories are still open for dealer distribution. 


Write today for full particulars of this newest sales stimulator. 
No obligation, of course. 


T.B. Wood Sons @.C hambersburg.Pa. 


Greenville, S. C. Cambridge, Mass. 


Makers of Power Transmission Machinery Since 1857 
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BRISTOL'S © 
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= BELT LACING = 
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simple 


Skill and experience in belt lacing 
are not needed when Bristol’s Steel 
Belt Lacing is used; and a hammer 
is the only tool required. It makes 


a good strong joint in a jiffy. 


Bristol's Fasteners are 
made in several sizes 
and lengths for the 
many kinds and sizes 


of belting — leather, 





. rubber, cotton — from 
thin 1 16 inch to ten- 
ply and extra heavy 


conveyor belts. 


—— 


Point out to customers 

the convenience of 

keeping Bristol's Fast- 

eners at strategic places 

a in their shops, ready 
(4 pe “a 


i = ne few boxes of Bristol’s 


I 


s/s and they are prepared 


for emergencies. A 


for any kind of belt 


7 trouble. 


We will be glad to send you and your cus- 
tomers a supply of folders 719-H with com- 
plete information about Bristol’s Steel Belt 
Lacing. Write direct to The Bristol Co., 
Waterbury, Conn. 























They Never Fail 


Contractor and Emergency Pumps 


The fastest pump for 
draining foundations, 
trenches, coffer dams; 
supplying work 
camps, or any other 
purpose where large 
capacity at moderate 
head discharge is re- 
quired. 

150 gallons per min- 
ute at 35 feet head. 
350 gallons at 10 feet. 
5 H.P. air cooled 
engine uses either ker- 
osene or gasoline. 





Automatic Bilge 
Pumps or Cellar 


Drainers 
Absolutely automatic Made fo 


any capacity from 7 gallons per 
minute to 3000 gallons. All 
depths of pits or sumps. Either 
single or duplex 





Centrifugal Pumps 


Electric, Gasoline or Belted 





All capacities to 4000 gallons per minute against elevaiions to 800 
teet 

H¢ orizontal split cases fully bronze fitted. 
Highest efficiencies. 

The last word in centrifugal pump design. 





Any size up to 72” diameter and any depth and pressure, 
Blow-off basins, 

Gravel basins, 

Hot wells, 

Chemical pots, 

Catch basin and 

Everlasting septic tanks. 


Economy Pumping Machy. Co. 
142 N. Curtis St., Chicago 








please mention MILL Suppiies 


ater earemmensene on BED 





August, 1926 


JUS. 11 


a A SSRN HE me RS CTS Or 


That Slot? 
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That’s Why It Does 


TI 1% ds Not Leak! 


When you sell your customers the Flexitite Disc 
Gate Valve you can look them straight in the eye and 
tell them it will not leak—that it is the first gate valve 


: J on which you have ever been able to give this assurance. 


When you examine the flexible Flexitite Disc and 
understand its working principle you will know why. 
May we explain it to you? 






VO LEAK SIGE RISK 


Ohio Brass Company 
WITH FLENIT!ITE DIS( 


Ohig,Brass Co. 
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COLCORD-WRIGHT 
, MACHINERY & SupPLy COMPANY 
METAL WORKING MACHINERY 


SAINT Louts 























U. S. Jobbers can wholeheartedly and un- 
conditionally endorse the quality of U. S. 
Electrical Tools because the factory policy safe- 
guards their interests at every turn- and asa 
result they are U.S. Jobbers for keeps. 


If you would like to \yar Pir 
know more about the 
sENERAL SA “<S MANAGER 
U. S. Line, write for tal 
Catalog ‘‘C”’ 







THE UNITED STATES ELECTRICAL TOOL CO. 
Cincinnati, Ohio, U.S.A. 
ee 


Portable Electric Drills 





Grinders-—Polishers 


cos 


Oldest Builders of Electric Drills and Grinders in the World 


When writing to Advertisers please mention Mitt Suppties. 
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A Complete Service 


Elevators—Conveyors—Power Transmission 







HE reward of skilled engineer- 
ing, good manufacturing and 
honest merchandising, ispermanent 
patronage and the confidence of the 
public. 






The Caldwell Creed is to give all 
that you pay for and more—un- 
questioned quality, plus an intelli- 
gent engineering service. 






It should mean a great deal to you 
that Caldwell customers stay with 
us year in and year out—thoroughly 
sold on the fact that Value for their 
money is certain. And that is real 
economy in buying. 






Whatever your needs may be in 
the elevating, conveying and power 
transmission field, there is a 
Caldwell product adaptable to your 
use. Write or wire Caldwell or 
nearest Link-Belt office. 


















Caldwell Products 


Power Transmission Machinery—Bearings, Shafting, Pulleys, Machine Molded Gears, Cut 
Gears, Chains and Wheels. 
Elevating and Conveying Machinery—Helicoid Conveyor and Accessories, Belt Conveyors, 
hain Conveyors, Elevator Buckets, Boots and Casings, Car Spotters, etc. 


Send for Catalogue M.S. 45 


H. W. CALDWELL & SON CO. 
LINK-BELT COMPANY, OWNER 
CHICAGO: 1700 S. Western Ave. 
NEW YORK: 2676 Woolworth Bldg. DALLAS, TEXAS: 810 Main St. 
Link-Belt Company Offices in Principal Cities C-46. 
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Rahmann Belting | 
















: 
. + + ; 
Quality - Service - Reputation 
; 
The reputation of Rahmann Leather Belting has been | 
built up on its uniform, unvarying quality and the sat- 
isfactory service it has given to belting users for a 
period of over thirty years. Our line is complete. In 
addition to Flat and Round Oak Tanned belting, we 
manufacture Chrome and Combination Leather Belt- 
ing, as well as leather specialties. Let us send you a 
copy of our new catalogue. i 
i 
; 
The smooth, rounded edges of Rahmann | 
Flat Leather Belting help it to stand ' 
the wear of belt shifters and step cones. ; 
Its pleasing, uniform color makes it an i 
attractive belt to sell. i 
; 
Rahmann ‘“Granite-Oak" Solid Round ' 
Leather Belting is made from steer ; 
bends of the best quality, specially fin- : 
ished for flexibility and high tensile i 
strength. Sizes x” to ” inclusive, ' 
on 100, 250 and 500-foot spools. : 
Write for Samples and } 
” —_—_ lou jobbers’ prices 
i 
: 
GEO. RAHMANN & CO | 
e eo ' 


32 Spruce St., New York, N. Y. 
Syracuse, N. Y. Newark, N. J. Philadelphia, Pa. 











Ball Bearing Hanger Boxes 
‘The CHICAGO Line’ CONSIDER THEIR ADVANTAGES 


Fit present hanger frames. 


Simpk <1 p ssible construction. 


Power Transmitting Appliances 


Lubricate but two or three times a vear. 


Hot bearing impossible. 

No noise—no dirt. 

No dripping of oil. 

Fach Bearing fitted with two high class Dall 
Bearings. 

This is only one of many power saving special 


ties of CHICAGO LINE EQUIPMENT. 


Send for General Catalogue “G”—Just off 
the Press. 


Chicago Pulley & Shafting Co. 


“DAGGETT” BALL BEARING ENGINEERS, FOUNDERS AND MACHINISTS 
HANGER BOX 





All Forms of Power Transmitting Appliances 


MAIN OFFICE: 
19 No. Desplaines St. 
Chicago, Ill. 


FACTORY: 
Menomonee Falls, 


Wisconsin 
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Opening the Lap to Full Width 
E do not believe that buisness is entirely business. It still 
revolves around the personality of those engaged in it. 
Every time an order goes out of this house we feel that we 
are making a personal impression—and we want it to be a favor- 
able one. Nothing counts more than the personal touch—dealing 
with individuals instead of with businesses. 
With new friends or old, we hope we’ll always be small enough 
to give personal attention to small orders—because we have always 
found that the large ones usually take care of themselves. 
Our jobbers’ cooperative sales plan is ready for presentation. Your 
request will bring it without obligation. 
Aun, = 
nme U 
— Y - Comper. 
G yeh a 
Y O/. Cs Le 868 
~ Ae BersneO T ve ' 
itd. Estas anners ' 
a Belt Manufacturers = | 
12 Ferry Street New York | 
ssscusaaiidaemsmnasiiiaes sa inaeieilia atid — 
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Clipper 


Lacin 


In nearly every branch of manufacturing the proper connection 
of joints is a problem worthy of serious consideration—and 
each manufacturer has his own individual joint problem. 


Practically every factory man is familiar with the present ac- 
cepted method of joining machinery belts with Clipper Lacings. 


He recognizes the superiority of Clipper Hooks, Clipper Pins 
and the Clipper Lacer. 


But why apply the wonderful efficiency of Clipper Lacings only 
to belts? A Clipper Lacing can be used with equal success in 
many other cases where flexible materials require a smooth, 
firm, quickly joined connection. 


Study the joints in your factory equipment or in your product 
itself and consider them in terms of Clipper Lacings. Experi- 
ment with your Clipper Lacer where you now glue, nail, rivet 
or sew. You may find in Clipper Lacings, as many have al- 
ready found, an ideal solution to your joint problem. 


We will be glad to cooperate with manufacturers in 
the application of Clipper Lacings to their purposes. 


Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 





















4 
1] 
' 
; 
| 





New Uses Found for 
Clipper Lacings 






~ @ — 
- [ROSE 
bi re aa 


‘“‘Jcins with Clipper’’ 


Clipper Lacings are rapid- 
ly replacing old methods 





of joining Laundry Ap- 
rons. Inestimable savings 
in time, efficiency and 
costs are being made. 





Clipper Lacings prove In- 
val uable in the Autc- 
motive Field 


Automobile accessory 
manufacturers sought a 
smooth, flexible inexpen- 
sive lacing for Blowout 
soots. Clipper Lacings 
proved exactly suited to 
the purpose. 
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How the Laundry Industry 
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IN 
THE JOBBER’S QUALITY PACKING LINE 


This Modern 


Salesman’s Sample Case 


Py 
- - 












Will assist your men in 
building up your 
Packing Sales 









It Is 

ATTRACTIVE 

Gaining the Purchasing Agent’s 
attention at once. 


COMPLETE 
Containing a time-proven Packing for every 
purpose. 


CONVENIENT 
Easy to Carry and Easy to Use. 
INVESTIGATE 


This line of High Quality Packings made for distribution through the JOBBER ONLY 


LINEAR 


PACKING AND MANUFACTURING CO., Inc. 


1901-5 No. Marshall St. Philadelphia, Penna. 
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STURDY 


“AMERICAN” ‘Trucks of 
Pressed Steel 


ww... shock, stress and strain 
day after day, year in, year oul. 
Speed “em up—over the bumps— treat 
“em rough. 

Only steel can stand the strain and only 
when this steel is pressed into shapes 
and sections designed specially for the 
purpose can there be made a truck not 
only strong but LIGHT in weight. 
Light and Strong! Parts fastened by 
sturdy bolts with lock washers. No 
shaking loose, no splintering nor crack- 
ing, a reasonable price. Hardwood 
handles for easy grip. 

Buy “American” Pressed Steel Trucks 
by name. Identify them by the red 
color. Depend on them. Make them 
standard equipment. They are manu- 
factured and guaranteed by the makers 
of “American” Belt Pulleys and **Amer- 
ican Shafting Hangers—all of pressed 
steel. Order from your dealer, or write 
us for information. 


THE AMERICAN PULLEY CO. 
Philadelphia, Pa. 


MERICA 


PRESSED STEEL 


TRUCKS 


PATENTS PENDING 








SEE NEAT PAGE FOR DETAILS 





Why We Decided to Build Steel 
Hand Trucks 
‘TEEL ships, steel railway cars, steel automobile bodies, 
steel wherever strength is essential—strength with light 


weight. Steel, shaped and pressed to give still greater strength 
through carefully planned design. 


h 


In line with this trend, the steel hand truck was inevitable. 
Certainly here was an ideal application of steel to the needs 
of industry and transportation. 

So we made the “American” Pressed Steel Hand Truck. 

To its design and manufacture were applied thirty-one years 
of specialized experience in pressed steel—an experience gained 
and enriched in the making of “American” Steel Split Pulleys 
and ““American’”’ Pressed Steel Hangers—known and used in 
practically every industrial country in the world. 

In this younger member of the “American” family you will 
find a truck not only strong, light and well-made, but perfectly 
balanced, easy-running and handsome. 

Send for more information about these super-durable **Ameri- 
can’ Hand Trucks. We will see that you have an immediate 
response. 


THE AMERICAN PULLEY COMPANY 


Makers of Steel Split Pulleys, Pressed Steel Shaft Hangers, 
Pressed Steel Hand Trucks and Pressed Steel Shapes 


1200 Wissahickon Ave., Philadelphia 


MERICA 


PRESSED STEEL 


TRUCKS 


PATENTS PENDING 


SECTION THROUGH 
SIDE Rai 


bl 

Leas ano praces fo ~A/ 

CommucaTeo > LOCK WASHERS 
OW ALL BOLTS 


‘om | 


ALL CROSS BARS 
FLANGED THUS 


LONGITUDINAL SECTION THROUGH CENTER OF 
SIDE RAIL SHOWING DETAIL OF AXLE SUPPORTS, 


LEGS, AND LEG BRACES 
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THE YALE ELECTRIC HOIST 
is profitable to sell 


The Yale Model 20B Ball Bearing Elec- 
tric Hoist is profitable for the dealer to sell 
and also profitable for the user. 

Its adaptability and easy adjustability for 
headroom, lift and I-beam flange—making 
it particularly desirable to stock and handle. 
This feature of adjustability means that 


ity. The latest design embodies such features 
as ball bearing load sheave, close headroom, 
long lift, higher speed, automatic top and 
bottom limit stops, and greater over-all 
strength. These hoists have very unusual 
factors of safety in the strength of the load 
supporting members and are designed to 





very few units need be carried to cover 
practically every requirement. 

Yale Model 20B Ball Bearing Electric 
Chain Hoists range from 1/4 to 2-ton capac- 


withstand shock loads so common to this 
class of equipment. All suspension mem- 
bers of the Yale Electric Chain Hoist are 
made of the highest quality steel. 





The Yale & Towne Manufacturing Co. 
Stamford, Conn., U.S. A. 
YALE MARKED IS YALE MADE 








Hoisting *~ Conveyi ng Systems 
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—Block Every Form of Wear 


Dodge-Timken power transmission 
equipment means shafts that really 
roll instead of sliding in the bearings. 
Therefore starting load is much 
lighter, the starting period is shorter, 
and power is saved every revolution. 


The Timkens in Dodge hangers and 
blocks introduce peak capacity for 
thrust, speed and radial load, which 
preserves alignment in most strenu- 
ous service. 


Timkens take the load—rolling load 
—on special Timken alloy steel, made 
only in Timken electric furnaces. 


Timkens alone have positive roll 
alignment. And Timkens, permitting 
perfect enclosure, require lubrication 
no more than a few times yearly. 
Every form of wear is blocked. 


New economy records in power trans- 
mission are within your reach. You 
may have Dodge equipment now in 
which Timkens can be readily used. 
Re -equipping with Dodge-Timken 
hangers and pillow blocks is practical 
not only in first cost, but pays for itself 
in many ways, over and over again. 


THE TIMKEN ROLLER BEARING CO. 


ca nH Ft ©&@ WH, oC Ft: © 
Technical information regarding bearing sizes and their mountings can be secured from the Timken Roller Bearing Service 
& Sales Company's Branches located in the following cities: Atlanta, Baltimore, Boston, Buffalo, Chicago. Cleveland, Dallas, 


Denver, Detroit, Indianapolis, Kansas City, Los 


Angeles, Memphis, Milwaukee, Minneapolis, Newark, New York, Omaha, 


Philadeiphia, Pittsburgh. Richmond, St. Louis, San Francisco, Seattle, Toronto, Winnipeg 
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Look at these 


STILLSON * 
(like Walworth) is a 


trademark and reg- 
istered by its owner, 
the Walworth Com- 
pany, in the bl. S. 
Patent Office. in the 
several States and in 
foreign countrics 





From an unretouched 
photograph of a 14-in. 
Walworth STILLSON 
after forty years of 
use, 

















40 YEARS OLD 
and the teeth still sound 


ERE is a STILLSON that has That is the way Walworth has 


put in 40° years of hard been forging STILLSON wrenches 
work. Take a look at the teeth 7 
for 57 vears—as hard and sharp 

the photograph shows them ; 


slightly magnified and without as tough steel can be made. And 
retouching. they're all the same. from the little 


Vhese are the original teeth. 6-inch to the trouble-walloping 


é, 1-footer. Steel-handled STILLSON 
or tinkered with in any way. 
They never needed it and they wrenches are made in all sizes 


don’t now. from 6 to 48 inches. 


They have never been sharpened 


WAL WoR , H COMPANY, Bo; " Mi Iss, ae tri! one - P eng ities of hg World 


. Cire urg, I’ kK 1 l \t l \ t vy 


ALWORTH 


STILLSON® 
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Cylinders lubricated by HART 
Force-Feed Oil Pumps 


GOOD grade of oil fed through 
A a properly adjusted Hart Pump 
gives lubrication that cannot be im- | 
proved upon. As long as there is oil | §/}} }) 
in the reservoir, the timing of each Be 
drop is perfect, and the individual ig pee 
sight feeds and regulating needles & ASS 
provide for precision accuracy of the ~ 
lubrication at from one to four points as required. 

The Hart Pump forces any desirable quantity of 
light or heavy oil at high or low speed through deliv- 
ery lines of any length and temperature and at any 
opposing pressure. The positive delivery, depend- 
able control, visibility of action and provision for 
quick replenishment of oil leave the attendant almost 
without responsibility. 

Sent for free trial and guaranteed for life: Hart 
Pumps are guaranteed to do satisfactory work for the 
life of the machines they serve. Of the 50,000 now 
in use, over 70 per cent were sold on repeat orders 
and one buyer alone has reordered over 500 times. 
Therefore we can safely make this free trial offer. 
Use the coupon to accept it. 


This Sherwood 
Catalog FREE 


if you return the coupon 

Send for your copy and keep it 
handy as a guide to proper selec- 
tion of Injectors, Ejectors, Cellar 
Drainers, Force-feed Oil Pumps, 
Sight-feed Lubricators, Oil and 
Grease Cups, Ojl Gauges, Indi- 


cator Cocks, Gauge Cocks, High- 








Pressure Gas Valves, Flue Clean- 





ers, Fusible Plugs, etc. 


GHERWOO 





A GOOD NAME TO REMEMBER WHEN BUYING 
POWER PLANT and INDUSTRIAL SPECIALTIES 


Sherwood Manufacturing Company, 
1713 Elmwood Ave., Buffalo, N. Y. 
Please send Sherwood Catalog No. 18-5 


Please send a Hart Oil Pump for trial to meet followin onditions 











August, 1926 


KESTER 
Self FluxingSOLDER 


Simple, Safeand Sure 
Requires Only Heat 








KESTER Acid Core SOLDER 


For general soldering and heavier electrical work. 
Self Fluxing—**Requires Only Heat.’’ Standard size 
No. 3 about 1 8 inch in diameter, runs about 30 feet 
per pound. Packed on 1, 5 and 10 pound spools, 
Special gauges also available. 


Kester Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sime 
ple anybody can use it. Ten cans about 1/4 pound 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 








Kester Rosin Core Solder 
Por very delicate electrical and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet per 
pound. Packed on 1, 5 and 10 pound spools and 18 
inch sticks in 5 pound boxes. Special gauges also 
available. 


Kester Radio So 
(Rosin Core) 
Safe, Sure and Simple —approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 





GENUINE SOLDER 





CHICAGO SOLDER COMPANY 
4215 Wrightwood Avenue, Chicago, U.S.A. 


@———_6 
Originators and world’s largest 
manufacturers of Self Fluxing Solder 
o———_-® 
Your Jobber Can Supply You 
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The Part the Moulder’s Shovel Plays | 


N the day's work in the foundry is too important to not 
choose this tool with the regard for efficiency that the 


best modern moulding practice suggests. 





H. K. Wood's Mo-lyb-den-um Steel Moulders” Shovels 
have been standardized in many of the leading foundries 
because they have proved to be the most economical and 
practical in actual use when compared with other makes 


of moulders’ shovels. 


Moulders prefer this light weight and perfectly bal- 
anced shovel with its wide grip that is so easy on the hand. 
They like the hang and feel of the Moly shovel and the 


way it slides into the sand. 











Faas The husky handle is made of 
2 the finest grade of seasoned north- | 
| A ern ash with the grain against the 
i iW ctrai F — is nist like ; 
| id <) strain. and every Moly is just like 
Fs another. 
& 
The Workman with 1 Smile 
The Moly VW 90 the 
THE WOOD SHOVEL AND TOOL COMPANY, eee 
Piqua, Ohio, U.S. A. 
| 
9 ‘ 
— WOQOdS Mo-lyb-den-um Ove ls | 
— oe The American Super Steel ; 
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Solve Your 
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Let us send 






| Cutting Problems! 


There are no obstacles in 
metal cutting with Victor 
Blades. In shops that require 
hack saw cutting on all 
kinds of metals these blades 
have proven an economical 
and essential factor. 


The Victor Special Flexible 
Blade has the same cutting 
efficiency combined with the 
perfected flexible qualities 
and is 
general use on all soft and 
tough cutting metals that 
produce breakage. 


recommended for 


you free samples of this 


W onder Blade. 


VICTOR SAW WORKS, Inc. 
MIDDLETOWN, N. Y. 














These 5 types 
fill many needs 


Simplify the gauge glass pur 


chases of many of your 


customers by suggesting stand 
ardization on Moncrieth Genu 
ine Scotch Gauge Glasses. 

A suitable range of choice is 
furnished by the five types, all 
of which, however, have in 
common a remarkable combi 
nation of toughness and clear 
ness. Monerietf performance 
is due to the special Scotch 
sands used and to the experi 
ence of J. Moncrietf who has 
manufactured durable gauge 
glasses for sixty years 
Moncrietf 
backed by the Jenkins sales or 
ganization 

JENKINS BROS. 


f 


Yauve glasses are 


LASSES 


80 White Street New York, N. Y. 
524 Atlantic Avenue Boston, Mass. 
133 No. Seventh St...Philadelphia, Pa. 
646 Washington Blvd. Chicago, II 
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PERTH Q 


for steam pres 
sures up to 200 


Ibs 


CUNtFIC 9 


for steam pres 
sures up to 4 
Ibs. 


WHITE ENAMEL 


i glass with white 
namelled bac 
for steam pres 


up 0 ] 


(BEACON REDD) 











With Split 


Patent applied for 








rigidly in place by Steel Stay Rods, 


Outer Races 


Send for illustrated 


solid Steel Rollers. 





ONSIDER the clean-cut advantages of this 
improved Commercial Roller Bearing. It 
is perfectly rigid in construction, eliminat- 
It keeps friction 


ing wabbling and unever wear. 
down to a minimum. 


The reason is this—the Pressed Steel Retainers are tied, spaced and held 
alternating with hardened and ground 
Stay Rods are shouldered and electrically welded into 
the Retainers. This construction keeps the Rollers evenly spaced and always 


Augt 


a 


parallel to the shaft axis. 


Performance in actual use has shown beyond a doubt that this is the right 
construction for a dependable, efficient Commercial Roller Bearing. The 
merits of this remarkable Bearing deserve your investigation. 


catalog, giving dimen- 
sions, list prices and 
load tables. 




















BOND FOUNDRY & MACHINE COMPANY 


Manheim, Lancaster Co., Pa. 
New York Office, 256 Broadway 
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New Wrench Values 
























iid 


WRENCHES at the old Semi-Finished list 


presents a greater opportunity to dealers. Now 


We eee new line of FINISHED 


they need carry but one stock to care for their 
ouble Head ‘ : m a 
MEngineers former requirements of both Semi-Finished and 
Finished Wrenches, and at the same time benefit 
from greater sales that follow lower prices. 

The new Finish (black enameled, baked on) 
practically equals the old in appearance and ex- 
cels it in durability. 

It is the greatest Drop-Forged Wrench value ever 


offered as a stock line. 
Ask for literature 


J. H. WILLIAMS & CO. 
“‘The Wrench feople’’ 
New York BUFFALO Chicago 


WILLIAM 


O.s 


SUPERIOR 
CARBON STEEL 
fy WRENCHES 


fs 





Flat 
Handle “Ss” 


Single Head 
Engineers’ 


When writing to Advertisers please mention Mitt Surprises. 



































=—_— 
for handling them 


ILL supply houses have five 
definite reasons for handling 
Kleen Kwality Kloths, the sterilized 
wipers for industry. Every one of 
these reasons is a sales-making one. 


l Kleen Kwality Kloths are not only 
clean but sterilized as well. Before 
being baled, they are washed in 
chemicals, boiled in live steam and 
baked at 225° F. 


This treatment also makes them lint- 
less,—which is another sales point. 


Buyers of wipers know them by rep- 
utation. Kleen Kwality Kloths have 
been extensively advertised to the 
consumer. 


They are packed in four distinct 
grades and you can sell them in any 
quantity from the handy 10-lb. pack- 
age to 1000 lb. bales. 


5 The first order leads to repeat busi- 
ness, which is where profits really 
begin to count. 


Aaron Ferer & Sons 
ST. LOUIS 


Branches in main 


industrial centers 


Kleen Kwality 
IK LOTHS 
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They tear from tabs 


} } 
with perfect edges. 





Do you care what your prospects 
think of you2 


Those who DON'T are the ones the ones to whom so small an 
who say “That's good enough item as the cards their sales- 
for us!*’ and point to their busi- men carry play a vital part in 
ness cards. But when it comes their business program. 
f é 

ae oes received pee : WIGGINS Book Form Cards— 
percentage — that’s a differe cant the cards that tear from tabs— 
story altogether. have been molding the opinion 


of buyers for a decade. Write to 
; us for a sample tab of these 
Firms that DO care what their cards, and see for yourself how 


prospects think of _them are others are rising in the favor of 
the who are favored. They are their prospects. 


The John B. Wiggins Company 


1143 Fullerton Avenue, Chicago 
(Established 1857) 


WIGGINS 


Peerless Book Form 
CARDS . 
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Friction Clutches 








A complete line of clutch pulleys, extended 
sleeve clutches and cut-off clutch couplings, 


for all transmission purposes, that has had a 
wide distribution. 


A line it will pay you to push. 
Send for catalogue. 


THE EDGEMONT MACHINE CO. 


DAYTON, OHIO 
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“Have one into the making of 


Diamond Rubber Belts, Hose Packing 


And all the experience 
gained in those days of 
work,study,experiment and 
research is at the service 
of American Industry 


TODAY! 


¥ : T 







It follows that Diamond 
Rubber Belts, Hose and 
Packing are unsurpassed in 
quality, in reliability, and 
in economy. 


yy YY 

Further, our Branch and / 
Distributor service assures / 
prompt deliveries to every / 









part of the United States. 


\te DIAMOND RUBBER CO., Inc. 
Akron, Ohio 
Diamond Quality is a \ nae Sear ‘ po postin 
plus-service factor. Let it New - iia a 
help cut YOUR produc- 
tion costs. Send for 
catalog and the Diamond 
propositions. 


RNS Sa A 
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where 
sures 


lost. 


“Hallowell” 
Drawer fits any 
Theft-proof. 


Bench 
bench. 
Keeps tools 
they belong and in- 
that they don’t get 
A sure order-getter 


Steel 





for salesmen. 





This 


our 


“Pioneer” 
ther uct 


Steel Hangers cost less to stock than any 
an y Ss 


Ww o well introduced that they 





lars 


upon 





principal 
products — each 
the quality prod- 
in its” line. 
Descriptive circu- 


may 





Oiling Ma- 
chine for loose pulleys 
will pay for itself 
in a few months. 
Loose pulleys practi 
cally never wear out 
with the ‘“‘Gast’’ Oil- 
ing Machine. Needs 
oil only twice yearly 
Brings repeat orders. 


page lists 


be had 





request. 











“Hallowell” Steel 3ench Legs very 
popular because they can be picked up from stock, 
ready for use, and as they are rigid as rocks, give 
absolute satisfaction, and cost little—it’s no wonder 


have become 


they are ready seller 





“Hallowell” 
Collar r 










eir his 
Ww price, 


great 





Socket-Head 


Hollow Set and 
stand up under strains that 
wreck every other screw similarly tested. 


“LE nbrako™ 
Cap Screws 


Besides, ‘‘Unbrako” products cost less 
but net you more profit—and that’s some- 
thing to think about. 











STEEL @ 





Standard Pressep 





Box 3, 


When writfng to Advertisers 


Jenkintown, Penna. 


please mention Mitt Supp ties. 
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‘“Unbrako” screws 
are what you want! 


Rugged strength, combined with unvarying unt- 
formity and at a specially attractive price—that's 
what “Unbrako” means in the set screw world. 


Every screw buyer owes it to himself to at least test 
the “Unbrako” Hollow Set and Socket-Head Cap 
Screws. Write for directions for applying the famous 
5-ton test, so vou can show your customers you've 
vot better value in hollow set and socket-head cap 
screws than they ve ever dreamed of! 


“Unbrako” prices are low—away down. “Unbrako” 
is the quality screw at a quantity price! 

















Standard Pressep STEEL G € 








Box 3 Jenkintown, Penna. 
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It Strikes the Happy Medium 


main The value of a machine to the buyer is not judged by its cost but by the service it renders, 
Likewise the Jobber’s profit must be sufficient to amply repay him for his work. The Sidney Poli icy 
strikes the h appy medium,—satisfies both the Jobber and his cus- 
tomer by giving serviceable machines at a satisfactory price and 
a legitimate proht. 





\ ‘ nd t i iw 
! e SEDNEY and FAMOUS Lim It makes no difference 

eration lesired t in be had tron the belt or motor driven 
Sin Bb Machines And rw Sidn Guarantee protects the buyer durin 


Send for the Sidney Jobber’s Policy and literature. Address Dept. 608. 


THE SIDNEY MACHINE TOOL CO., Sidney, Ohio 











ay 48 


Only in rare cases do belts actually wear out. From neglect they 
usually become hard and crack on the pulley side. Atlantic Belt 
Dressing will prevent this. We manufacture three kinds, all of high 
grade materials, for leather, rubber and canvas belts. Also made in 
liquid form. Price reasonable. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 

















compound leverage 
all thru the strokel - 
real toggle 7 | 


action ff _<Y% _| INJECTORS 


At no time can the angle at A reach a right angle. 
This gives a “toggle-joint” leverage from the very 






cy 








ATLANTIC Bar Belt Dressing | | 
9 20 Years on the market without a Complaint 





start of each stroke of the New Badger. This lever- 

age increases hugely as the stroke nears comple- &5 O O O O O 

tion, until angle A reaches 180 degrees. The force 9 

applied at elbow X (already multiplied because of satisfied users of U. S. Automatic 

the purchase obtained thru the long handle) is Injectors requiring repairs and re- 4 


S irresisti force th heel : 
oe pb ell orng istible force on the wheel at placements, together ih os o> 
sured and proper profit to the job- 


Show this diagram to your customers. They will ber through our established resale 


quickly see the advantages of the New Badger. 


















Once they have bought one they will use no other. prices, make . U. S. Automatic 4 
Injectors a satisfactory and profit- i , 

THE ADVANCE CAR MOVER COMPANY able line for any jobber to handle. ; 

930 E. John St., Appleton, Wisconsin ; 


NEW B ADGER: American Injector Co. 
SLIP PROOF CAR MOVER DETROIT, MICH. 


—— 
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A Bronze Bar — > 
The Whole World Knows © a ) 


The ease with which a Bunting 


Phosphor Bronze bar is machined, 
the uniformity and staying quality 
of the metal, are sales building 
features which enable the mill 
supply jobber to constructively 
merchandise the name. 80 stock 
sizes. Patterns for hundreds more. 


The Bunting Brass & Bronze Co. 
Toledo, Ohio 
a al es, gi rare I it, A : l . ( aay AGO 


ican Ave 








CORED and SOLID BARS 


PATENTED 
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Leiman Bros. Rotary Air Pumps 
For Automatic Devices, 


Gas and Oil Burners 


o 


~—— 





Illustrated 
Catalog 
on Request 





““A Real Test for Any Belt’’ 


Py 


“We are using your 8” triple on Sand 


>» 
he 
* 
S49 Mills, 5” double on Stand Grinders, 314” 
to 4” double on Swing Grinders, and 2” 33 


double for traverse belts on 36” Boring 
Mills. 


= A 
“Our conditions are very severe and a $3 
F owe 
= 
a 


real test for any belt. All installations 
are standing up very satisfactorily, cover- 
ing a period of twelve to eighteen months, 32 
constant service nine hours per day. When 
replacement time comes, shall renew with 


3 
Stanley Belting.” = 4 \ 


(Name on Request) 





Stanley Belting Corporation 


13. N. Jefferson St., —— -= — 1 
CHICAGO 


b $0 6298 54 WW FE Sy ee Fe Se PE OED OED 
padabadebabeesvsre testy ade 
+4 
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S200 Broadway 
NEW YORK 


12 tdelaide St., W., 





Atso he printin t TORONTO, ONT. 
bott 1 essin rapping and m 
)-intine, aur 124 Southwark St. S. 
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ibjects be 


NOISELESS sounnamanas Se Ne : 
Take Up Their Own Wear 

















wi fee a 'NOISELESS I 
Th and ° 
! ayo Profit by their | 
| Steady Sale! | 
Many jobbers call | 
wit Lay Metal Case ; 
co ar Brooms. their ' 
TI * “bread and_ but- 





ter’ line! True it is 


-y line that day after day | 
he ah ae te and year after year the demand for these su- 
n perior brooms increases, There is_ further- 
more a generous profit for the jobber in their i 


sale. Made upon honor for more than 50 years 
and used in virtually every industry! 


Write or telegraph for details 


of the Lay Jobber Franchise i 























SALES OFPPICES 
110 W. Sith st. 920 Medinah Bldg, ; 
stow tases bs ity ( hicago ie ; f 
LEIMAN BROS sae oe Sac | 
sigs antag Ry vig THE JOSEPH LAY COMPANY 
: s,s Oo ,OOC€ wi ry for ~~”? irs P ti d, I di ' 
23 HBC Walker St. New York patuneniasaceanenana || ie 
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A NEW Wrench that 
Every Mechanic will want! 
THE 


ARMSTRONG-VANADIUM 
Super-Quality Wrench 


Here is positively the last word in 
Wrenches for Strength, Durability, Handi- 
ness and Finish. Dealers displaying these fine 
Wrenches prominently report exceptionally 
quick and large sales. Mechanics usually buy 
a full set—on sight. 





These Wrenches are extremely light and 
long as compared to their capacity. The jaws 
are thin and narrow and can get at the nut in 
close quarters. 


No Wrench could be finer 


ARMSTRONG-VANADIUM Wrenches 
are drop-forged from select Chrome Vanadi- 
um steel, heat treated and finished in nickel 
over copper, with the heads buffed bright. 


Only the very finest material and workman- 
ship is put into these Wrenches. The name 
“ARMSTRONG” is back of them which 
means the strongest kind of guarantee. 


Attractive Display 
Board Furnished 


Free 


A very effective 
40-inch Display 
Board furnished to 
Dealers ordering 
complete assort- 
ment. Write for 
our proposition 
and literature. No 
obligation. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 No. Francisco Ave. , 
-f CHICAGO, U. S. A. 
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A Cheney 


will suit Any man! 





Every man who ever held a 
Cheney Hammer long enough to 
take a couple of good swings 
with it was sold on a Cheney 
for life. 


Men like to ease their fingers 
around a Cheney Hammer’s sec- 
ond-growth hickory handle. It 
settles itself comfortably in the 
fist. And the Cheney’s tool steel 
head, with its perfectly tempered 
ends, puts all the force of a blow 
to work at the spot where it’s 
needed. Tool users are more 
than keen about the Cheney 
“hang”—it’s their idea of perfect 
hammer balance. 


Most dealers find Cheney Ham- 
mers the easiest to sell. Fact is 


—they almost sell themselves. 
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YOUR CATALOG PROBLEMS 


Are Easily Solved 
Through Our Service 
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IF INTERESTED 
WRITE US 


THE CUNEO CATALOG SERVICE COMPANY 


2242 Grove Street Chicago, Illinois 
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STYLES SIZES 
Machinists’ ro, f Machinists’ — 
Vise | 7 Vise Vise 
1; ] 
8 Sizes a = 
~ Ss” to 7” jaw 
= me Ss." jaw —=—3 = 
” <=> 
4 Sizes 
Machinists’ 3%” to 6” jaw 
Vise 
Machinists’ 
Vise 
Vise 
Heavy and 
Light 
12 Sizes 
Holds Pipe 
1%" to 12” 
2 Sizes Me ¥ 
2” t U," jaw 4 
2 Sizes 
3%” and 5” jaw G 
. 
; 
) Gas Soldering Furnace 
Pattern | 
Makers’ ‘aus Holds Pipe | 
Vise 8”x16 %” to 8” 


Single and 
Double Burner 


All Steel 





2 Sizes 
7” and 10” jaw 60 lbs. to 450 lbs. 


Complete Line Manufactured by 


Yost Manufacturing Company | 
Meadville, Pa., U. S. A. 


When writing to Advertisers please mention Mitt Supp igs. 
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PIONEER 
Truck Casters 
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Pioneer Casters are the 
result of years of prac- 
tical experience. Cor- 
rectly designed — accu- 
rately proportioned — 
made to. stand hard 
usage. 





A Sales-Hound 4 iD 
Dealers who ca » PIONEER casters enjo A | 
tor the Dog Days an onnsaninaal Benite tebe on ooh be uel 


adds considerably to their increased sales and 





profits. 

Handy, compact 3-way Oster \rrange today to handle PIONEER TRUCK 
Bull Pups will hunt down busi- ( ASTERS. y our inquiry will bring catalog and 

. prices, 
ness for you in hot weather. : 
They save time and temper Pioneer Caster & Manufacturing Co. \ 
e ° - ree “Twenty-five years caster experience.” 
for their users on sultry days. Elkhart ee 





Each tool threads three differ- 
ent sizes without change ot 
dies or guides. 














And for the man who wants to 
economize, the l-way model 
meets every threading require- 
ment at a very low cost. 





The ratchet type Bull Pup is 
the only die stock that com- 


es 
bines the advantages of ad- 
justability and solid construc- 
tion with ratchet convenience. 
Mail the coupon below for terms 





and complete information. 


STER 


The Oster Manufacturing Co. 


The man who uses Wiping Cloths around his 
work wants them clean. He wants to know 
they contain no germs to infect a cut or 
scratch on the hand. 


BLUE GRASS 


Sterilized Sanitary Wipers 








have a well established reputation for being 


























ont im the workd clean, soft and perfectly safe to use. Fre- 
P ; ‘ — . quent turnover makes them a _ profitable 
2087 East 61st Place, Cleveland, Ohio Supply House line. 
Please send me at once your No 34B cata- , 
log showing these new easy cutting die a, eee 
stocks. i l , 
Name Louisville Sanitary Wipers Co., Inc. 
Street Manufacturers 
le City ee Louisville Kentucky 
: A ES tm 
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WE WILL 
EXHIBIT 


WJ NATIONAL WS 
STEEL & MACHINE 
TOOL EXPOSITION 

CHICAGO 


MUNICIPAL PIER SEPT 2024 


a 


When you want it! 


ESPITE the complexity of the twist 
drill and reamer business, which 
involves the manufacture of more than 
15,000 different kinds and sizes of small 
tools,““Cleveland” customers quickly dis- 
cover that their orders flow into and out 
of the factory with surprising and gratify- 
ing speed. Rarely is it necessary to “hold 
up” an order because the kind or size of 
tool is not in stock. 


IE 









TRADE MARK REG S PAT OFF ANC 






LLY LLAIY 5 


and the“ Ezy-Out"’ 


This is due entirely to the fact that, 
in our Stock Rooms, are maintained at 
all times an average of some 8,000,000 
finished tools, occupying approximately 
125,000 cubic feet of space, ready for 
immediate shipment. 


Not much to boast about, perhaps,—but yet 
one of the many hidden reasons which, taken 
as a whole, go far to explain why “Cleveland” 
tools are so universally preferred. 


TWIST DRILL 
COMPANY 


CLEVELAND 
NEW YORK: CHICAGO: LONDON 





FOREIGN COUNTRIES 


Manufacturers of Carbon and Cle-Forge High Speed Drills for every 


purpose; ‘**Mezzo"’ Super-Carbon Drills; Hand, Jobbers’ and Shell Ream- “ 
ers; “‘Peerless’’ High Speed Reamers; ‘*Paradox’’ Adjustable Reamers; ie aT.070, 
““Quick-Set’’ Reamers; “Spirex’’ Machine Taper Pin Reamers; Chucking 

Reamers for Turret Lathes; Counterbores; Countersinks; Sockets; End Mills; 


Screw Extractor. 
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The Finest Babbitt You 
Can Buy at ANY Price 


HERE isn’t any better Babbitt 
than HOYT’S Genuine ‘‘A’’. It 
is the perfected result of a half 
century of constant research in 
an honest endeavor to produce 
a perfect Babbitt for highest 
class machinery. Formula after 
formula was tried and discarded. 


Finally success crowned the 
efforts, resulting in HOYT’S 
Genuine “A’’. A trial order 


will convince you that it is far 
superior to anything else you 
have ever used. 





The Undisputed Leader 
in Its Price Class 


ODERATELY priced for use 
where exceptional quality is 
unnecessary, Eagle ‘‘A”’ is far 
superior to other brands selling 


at several cents higher price. 
Let us send you a trial order. 


OYT 


BABBITT 


HOYT METAL COMPANY 


St. Louis New York Chicago Detroit 
Write us about your metal 
problems. We will help 
you solve them 
Pst eteaans armen EES AE EN eS Te 
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1 A line of rubber items sufficiently 
* complete to permit effectively supp!y- 
ing the requirements of the trade solicited. 


> A quality of product uniformly good 
* and capable of delivering service re- 
sults that should reasonably be expected. 


3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 


4 Freedom from competition from his 
* source of supply, either direct or in- 
direct,among the trade covered by his day 
to day solicitation. 


Selling helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold. 


° 















































for yourself, 
q 

John 

a STANDISH, being somewhat 

shy of speech, induced young John Alden 


to propose for him. The result was that 
Priscilla married the proxy. 


‘Speak 


We have been telling the consumers how 
good you jobbers are, but we want you 
to follow this up by speaking for your- 
selves. That’s why 50% of the Republic 
direct-by-mail advertising campaign runs 
over the jobber’s own name. 


When you take over the P. 2public Fran- 
chise, no glib manufacturer’s salesman 
gets in ahead of you. Isn’t such a plan 
worth investigation? Write for complete 
details of our “5 Point Policy.” 


THE REPUBLIC RUBBER COMPANY 
Youngstown, Ohio 
No Branches 


REPUBLIC 


BELTING — HOSE — PACKING — MOLDED 
LATHE CUT GOODS AND FLOOR COVERING 
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This Short-center Belt Adjuster 
Automatically Equalizes Belt Tension 


Wherever short-center belt drives are desirable — Medart Belt Adjusters 
are specially desirable. Eliminating the shortcomings of open belt drives, they 
possess the good features of other drives. They solve high speed reduction prob- 
lems, reduce bearing pressures, increase arc of belt contact, reduce friction losses 
and save space. Widely used for driving line shafts, jackshafts, generators, air 


compressors, centrifugal pumps, blowers, extractors, conveyors, machine tools and 
similar equipment. 


Built to the Medart Standard 


The Medart Belt Adjuster consists essentially of an idling pulley, swinging arm and weights, 
which may be so adjusted as to provide constant, uniform tension on the slack side of the belt. 
Swinging arm may be set horizontally, vertically or inverted. Automatically compensates 
for varying loads and varying tensions. Id ing pulley pressure may be quickly varied by shift- 
ing the weights. 


Call on Medart for engineering and delivery service on Short-cen- 
ter Belt Adjusters and “Everything in Line Shafting Equipment.” 


The Medart Company 


(Formerly Medart Patent Pulley Co.) 


General Offices and Works, St. Louis, U. S. A. 


Office and Warehouse in Cincinnati 
Offices in Chicago, Philadelphia, Pittsburgh, New York and Seattle 


MANUFACTURERS OF POWER TRANSMITTING AND KINDRED MACHINERY 


Va , 
MAE DART 





Everything in Line Shafting Equipment 
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‘Another Problem 
Solved! «| 


HE simple, compact construction of 
“C-M” Electric Hoists establishes a 
new standard in electric hoist design. 
There is no complicated mechanism to 
puzzle the inexperienced operator. The 
average workman can quickly gain an 
idequate understanding of “C-M” Electric 










“C.M"" 































be used. 





A - - > > L- 
Any standard make of 





crane motor can be 
ith these hoists—an important fac- 
consider. 









for to 
‘C-M” Electric 
range ot 


motor 





Hoists are built in a wide 
capacities and in standard or 
driven types. They are capable of 
numerous modifications which adapt them 
to every possible requirement. Briefly, 
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KEEPING iti 


M Electric Hoist 


M’’ E t H t O 


The Chisholm-Moore Mfg. Co. 
Cleveland, Chio 






Branches: 


. d : Standard Type 
New York Chicago - Pittsburgh H-2, Motor Driven 
, P Hoist. 5 Ton 





Capacity; floor 
control. 












Special Type H-1, 
Low Headroom, 
Motor Driven 
Hoist with swivel 


Standard Type 
truck; floor con- 


H-1, Motor Driven 
trol, | Hoist. 2 Ton 
Capacity; floor 


control. 


43 , 3 
i amous C-M } ? oducts: Cyclone Ho sts; C-M 1 3 T 3 Cc 
( ) 1 ; E ectric Hoists; ‘Matchless rolleys; -M 


3 “*C-M”’ Overhead Track Syst 3; M i i ¢ 
Mast and Jib Cranes; Winches; Malleable Iron Castings. te ee 













The standard 
Electric 
Hoist capable of 
mumerous modi- 
fications to meet 


: every special re- 
Hoists. This solves the labor problem by qebvoment. Any 
> < o e Pcess itv " > standard make of 
eliminating the necessity of training spe- Sue canter ae 

cial operators. 
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BONNEY +25 ENGINEER'S KIT 
"CW. Chrome Vanadium Wrenches | 











Attractive Discounts 
to Dealers 





CV is a Bonney 
trademark 
registered in the 
U.S. Patent Office. 
Chrome Vanadium 
registered 
August 11, 1925 





Six Bonney *CV Chrome Vanadium double 
end Engineer’s Wrenches, all neatly packed 
in attractive leatherette kit. These six 
wrenches will fit the following: 


ccm Peet 


U.S. STANDARD S. A. E. HEX. CAP 
NUTS NUTS SCREWS ' 
e ” ” ‘i Su B/W Su cu Lu § ” ' 
A » % » 38”, Ye » 6 »% ’ 3% MY » % ’ ; 
7 4 id [ ‘ur T/W su ; 2 
1%", 4". 16", 43", 16 , 78" Me» a", ft | 

5Zu We 54" as" i 
4 97 6” ° 4B »%4 - 


You can secure from your jobber. Write for detailed information. (In cardboard box without leatherette 
Bonney Forge & Tool Works kit $6.85.) 
Allentown, Pa: 

Makers of Special Service Wrenches of Chrome Vanadium, Carbon 

















Steel Drop Forged Wrenches, Stillson Wrenches, Vises and Drop ' a 
Forgings and the Bonney Rim Tool. , Bonney Forge & Tool Works 
: ——— ' ALLENTOWN, PA. 
>». | ' 
; % Please send me one of your No. 25 
o q 1 Engineer’s Kits for which I am attaching ‘ 
i 1 remittance of $7.85. i 
Chron cv Vanadium » | 
\ 
1 Address 
(Patents Pending) ' | 
When writing to Advertisers please mention Mitt Suppties. 
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ff ake that joint 
ta ye ee tight! 
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IN a gasket, it is the material that 
counts; the time and labor of 
| cutting and fitting go for noth- 
ing if the packing used is not the right 
grade for the work. 


Wherever INDESTRUCTIBLE White 
Sheet Packing is used, a perfect joint is 
the result—one that will remain tight in- 
definitely. It will not yield to the attacks 
of steam, air, ammonia, hot or cold 
water, gas or creosote. Sufficiently firm 
in composition as not to flatten out when 
the bolts are drawn up. 
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Carried in stock at all our branches in all 
thicknesses up to % inch, 36 inches wide. 


For especially tough jobs, use Style 29 Inde- 
structible with brass wire insertion, or Style 
30 with iron wire insertion. 


NEW YORK BELTING & PACKING CY 


High Grade Rubber Goods for Mechanical Purposes 





New York Boston Chicago Philadelphi. 
Pittsburgh St. Louis San Francisco 
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VALUABLE WBULLETIN 
For All Who Use Butt-weld Pipe 
(sizes 14 to 3-inch) 
Explains how the former troublesome welding-scale or mill-scale is elim- 
inated from this class of pipe—leaving both inside and outside surfaces 
clean and smooth. When this scale is removed, corrosion, especially in 
the form of pitting, is greatly reduced and longer life obtained in the 


pipe. Use the coupon for your copy of this Bulletin to get the complete 
story. 















Name 


NATIONAL TUBE COMPANY  ‘“fnick ‘suiping” PITTSBURGH, PA. 
Please send Bulletin No. 7-"NATIONAL Welding SCALE FREE Pipe to 
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VALVE MAINTENANCE.... 


and its relation to the ordinary as well as the more difficult service conditions, demand 
products of proven merit. 


Powell Valves 


insure DEPENDABILITY and a MINIMUM 
UPKEEP EXPENSE 


A complete line of Bronze, Iron and Steel Globe, 
Angle, Cress, Check, and Gate Valves, oilers, 
lubricators and other engineering appliances. 


POWELL PRODUCTS had their inception 
more than eighty years ago. They are approved 
by most all of the leading engineers in this and 
foreign countries. 





: Reliable dealers everywhere stock POWELL Rising Spite 180 pounds 

i VALVES. = : 
THE WM. POWELL COMPANY 

Cincinnati Ohio 











[i 








“SUPERIOR” 
Cap Screws and Bolts 
for 


oo 





| Quality and Service 
Machine Bolts Stove Bolts 


a Specials Stove Rods 
o — 

Step. Bolts Everyone can DEPEND on “Superior” products. Sink Bolts 
Lag Screws Ask those who use them. Tire Bolts 


Superior Screw and Bolt Mfg. Co. 
Cleveland, Ohio 


New York—290 Hudson St. (also export office) 


St. Louis, Mo.—318 Planters Bldg. 
Chicago—707 W. Van Buren St. 


Detroit, Mich.—34 E. Canfield 
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A Monthly Journal Devoted to the Interests of the Manufacturers and 
Distributors of Mill, Steam and Mine Supplies, Machinery and Tools 
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PERPLEXING PRICE SITUATION 

H. G. Elfborg, president of H. Channon Company, 
Chicago, one of the largest mill supply houses in 
the United States, raises an interesting question in 
a recent paper which he presented on the subject 
of “Inconsistencies in the Supply Trade.” It is the 
question of what extent a distributor should be pro- 
tected by the manufacturer when he has to meet a 
price offered by the direct selling manufacturer. 

To illustrate his point, Mr. Elfborg told a story 
of a recent happening in his own business. The 
Channon Company had been asked to quote prices 
on certain articles covering a period of six months. 
The manufacturer on whose line the company quoted 
offered to protect the company for that period, but 
the Channon salesman was told that, while the pros- 
pective purchaser liked the line offered, he would 
have to meet a price that was within approximately 
four per cent of the Channon Company’s cost. The 
manufacturer wanted to get the business, but 
declined to cut his price, although there was no 
objection to the Channon Company meeting the com- 
petitive price at its own expense. In the end the 
Channon Company refused to take the order. 

Mr. Elfborg also declared that it is a well known 
fact that a distributor cannot stand pat on prices 
in selling to large industrial organizations, publie 
utility companies and railroads, as the latter do not 


pay the same prices as smaller organizations which 
do not have the same purchasing power. Yet manu- 
facturers’ prices to the distributor in most cases are 
the same, whether the distributor’s purchases total 
$75,000 or $1,000 annually. 

As a solution of the question, Mr. Elfborg sug- 
vests a larger differential for the supply house. He 
asserts that the distributor is allowed only the same 
differential today that he was offered 10 to 15 years 
ago, and that no consideration is given him for 
increased wages and expenses. 

This is the old problem that has been bothering 
mill supply men for years. Can distributors con- 
tinue to meet demands for cut prices from the large 
consumers? Can manufacturers selling through dis- 
tributors afford to grant additional differentials, so 
that their distributors will be in position to meet 
demands for cut prices in order to meet competition 
of direct selling manufacturers’? 

We have often heard in recent months that some 
of the largest manufacturers, notably in the automo- 
bile field, have become so arbitrary in their price 
demands as large purchasers, that many manufac- 
turers supplying their lines have lost interest in that 
class of business. This latter class of manufacturers 
asserts that when price reaches a certain level it be- 
comes increasingly difficult to maintain quality. 

It seems just as inconsistent to hold to a price for 
70 per cent of one’s customers, and then slash prices 
in order to get the business from the other 30 per 
cent, as it is to expect manufacturers to increase 
their differentials on all their business in order to 
save business they cannot secure except upon a price 
basis. 

It is too bad that Mr. Elfborg’s paper could not 
have been presented to this year’s convention at 
Atlantic City, as was intended originally, because 
the subject matter is such that a discussion between 
manufacturers and distributors would be most 
interesting. 

It has been pointed out time and time again that 
differentials of a preferential character have a bad 
influence. We believe that most manufacturers who 
co-operate 100 per cent with the distributors are 
willing to give a suflicient spread to allow their dis- 
tributors a fair margin of profit. In those cases 
in which a larger differential is absolutely neces- 
sary, more figures along the lines which Mr. Elf- 
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presented in his paper might prove very 
helpful in securing more equitable margin for the 
distributors. 

Mill supply business will never become a very 
simple one. It is not likely that a time will arrive 
when supply houses can secure all the business in 
sight. The business, however, will lose some of its 
present perplexities when the clearest thinking 
minds on both manufacturing and distributing side 
sit in together to decide on the most beneficial poli- 
cies as regards such problems as that of meeting the 
competition of the direct selling manufacturers for 
large consumer business. 
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REAL RESULTS FROM TURNOVER 

We have heard a lot about the word “turnover,” 
for the past few years, how desirable, how profit- 
able, how absolutely essential it is. But, has any 
mill supply distributor, who is now worrying about 
the difficulty of securing an adequate profit, really 
studied the results of rapid turnover as they are re- 
flected in the business of some other distributor, who 
apparently is operating under lower costs”? 

Recently we had occasion to examine the figures 
relating to the cost of doing business in the mill 
supply field. This presented an admirable opportu- 
nity to study the results of turnover. It 
that in the fiscal year 1925 a group of 


appears 
two 
supply houses, all representative ones, had an aver- 
age turnover of 3.83 times a year. With the average 
cost of doing business of 20.7767 for the entire 
group, we find that most of those houses with a high 
rate of turnover had a cost of doing business that 
was 4 lower than the average of the group. 

For we find that a house which had 
5.15 turnovers operated under a total cost of 15.17%, 
another with 6.65 turnovers had a cost of 15.4207, a 
third with 6.82 turnovers had a cost of 16.78, all 
well under the average cost of doing business for 
the group. 

On the other hand, a house which turned its stocks 
only 1.88 times had a total cost of 24.2667, another 
with 2.97 turnovers had a cost of 20.760, and others 
with lower turnover rates had correspondingly high 


COST s. 


score 


to 5% 


instance, 


There are, on the other hand, a few instances in 
which a house with less than the average number 
of turnovers managed to keep its costs down. These 
are in the minority, however, and their actual costs 
were in reality higher than their reports showed, 
because they did not include interest on borrowed 
money and capital and surplus. 

The special committee on sound business practice, 
which reported at the convention of the Southern 
Supply and Machinery Dealers’ Association in St. 
Louis last May, must have had occasion to study 
similar figures covering the membership of their 
organization, for in their report they emphasized the 
desirability of securing at least a six time turnover 
a year. 

It can be done because it has been done. In fact, 
one southern dealer turned his stock eleven times 
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last year. It is unlikely that very many other deal- 
ers can make as good a record, but certainly it ought 
to be possible for mill supply houses to increase their 
turnover average considerably above the present low 
figures. 

There is danger, of course, in attempting to se- 
cure turnover at the risk of carrying depleted stocks. 
Hand-to-mouth buying is not the means to the 
proper end. Rather it is in eliminating excess stocks 
of those slow movers which clutter up the stock- 
rooms, and as the special committee of the Southern 
Association expressed it, “necessitate abnormally 
large housing facilities and additional cost in care- 
taking, which means idle or wasted capital.” 

This is a problem which may very profitably be 
considered as a leading one for study on the part 
of the local associations throughout the United 
States. We know of one mill supply house in a lead- 
ing industrial center, which carries in its warehouse 
at least $100,060 worth of what may termed 
“frozen stock.” If this house could rid itself of the 
overhead which such stock imposes on it, freeing 
a large part of this tied-up capital for use in other 
directions, and “picking up” its requirements in 
these exceptionally slow moving lines from other 


be 


supply houses, which for one reason or another are 
able to make them turn more rapidly, it would with- 
out question find its profit margins at the end of the 
year much more satisfactory. 





RETURN TO SOUND ECONOMICS 

The representative of the valve and fittings indus- 
try reported at the National Pipe and Supplies As- 
sociation convention early in June that conditions 
in that That is a 
hopeful sign, because it is an indication that the 
campaign of education along the pathway of sounder 
economic thinking is bearing fruit. 


industry are becoming better. 


Along this line we have a report from the Wal- 
worth Company that its recent campaign to effect 
stabilization in the valve and fittings market, a cam- 
paign in which MILL SUPPLIES is playing its humble 
part, is creating widespread interest. 

As one mill supply distributor aptly expressed it 
in a letter to the Walworth Company commenting 
on a statement which appeared in the April issue 
of MILL SUPPLIES, what is true about the valve and 
fittings industry “is also true in regard to many 
other mechanical items.” 

The manufacturers of both pipe and valves and 
fittings within the past few weeks have taken an- 
other step in the direction of assistance to their in- 
dustry and to their distributors. They have agreed 
on a simplification program, which means the elim- 
ination in the very near future of 18 sizes of pipe 
and 762 sizes of valves and fittings. 

All these important improvements on the produc- 
tion end of these industries are as much in the in- 
terest of the distributing branch as of the manufac- 
turing end of the business. It is high time that the 
distributors begin to do something for themselves. 
The mill supply houses of this country have in the 
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past two years passed up a grand opportunity for 
a golden harvest. There is still good possibility to 
cash in before it is too late. 





ASK YOUR MEN FOR SUGGESTIONS 

It is often true that the men who do the actual 
work in business organizations, whether they be 
factory workers, mill supply house salesmen, clerks 
or helpers, have opportunities to see possible ways 
in which time, money or energy can be conserved, 
which the management of the business does not see. 
Many organizations have taken advantage of this 
fact by making it easy, as well as desirable, for all 
employes to send in suggestions. 

We recently read an account of an interesting 
award, won by a worker in the factory of the Ohio 
Brass Company, which makes an effort to stimulate 
suggestions from its employes. It appears that in 
the company’s insulation department it was custom- 
ary to scrape and wipe by hand large quantities of 
wood sticks as they came from the ovens. One of 
the men in the shop suggested that a machine be 
designed to do this work, and actually helped in the 
designing of it. As a result wood sticks can now 
be worked through at the rate of 600 per hour, 
whereas the best any worker could do by hand was 
a basket in two weeks. In addition to an award for 
the worker given this 
scraping and wiping operation to do on a piece work 
basis at a very substantial increase in wages. 

In a recent news item about the suggestion, the 
house organ of the company had the following com- 
ment: 


the sugyestion, Was also 


“So Johnnie is satisfied, the factory organization 
is satisfied and everybody concerned is happy over 
the results. And by the way, this is the fifth sug- 
gestion submitted by Mr. Bacquet. Three have been 
accepted and the other two are pending.” 

We venture to say that if every member of a mill 
supply manufacturing or distributing organization 
were given a free opportunity to offer suggestions 
about the business, and made to feel that their sug- 
gestions are welcomed by the management, many 
little economies could be effected. Worthwhile sug- 
gestions might be few and far between, but at any 
rate the opportunity to offer them, and the knowl- 
edge that the management is willing to receive them 
in the proper spirit, would tend to stimulate a 
greater interest among employes. 





A FABULOUSLY RICH MAILMAN 

One of the veteran mailmen on our beat is retiring 
next month. He has reached the time limit at which 
he is entitled to a pension. He is planning to spend 
the remainder of his life on a farm, working as 
much or as little as he pleases, fishing when the 
brooks and streams beckon and generally taking life 
easy. He is happy. He admits it. He has sold his 
home in the big city, and divided half of the proceeds 
among his children. With the income from the 
other half and what savings he has to his credit in 
the bank, together with the pension money which he 
will receive from the government, he will have an 





income of over $100 a month. In addition he owns 
the farm to which he is retiring and on which his 
sister lives. 

He says that he cannot possibly spend all of the 
$100 a month on the simple pleasures which he 
enjoys, and so will have part of the fund to give io 
his sister and her children each week. Nothing wor- 
ries him. His health is good for one of his years. 
He enjoys the thought that he has been able to help 
his children and his sister. His world is bright. 
After talking with him for a few minutes on his 
last day of active service, we could not help feeling 
that here was one of the richest men in the world. 
{le had sufficient unto his own needs, plus a little 
surplus which he willingly divided with others and 
in addition he had the greatest possession that falls 
to the lot of man—contentment. 





A NATION OF VACATIONISTS 

President Coolidge has been enjoying the solitude 
of a mountain camp, where he has many of the priv- 
ileges and immunities of an ordinary human being, 
baiting his hook and fishing to his heart’s content, 
apparently undisturbed by political backfires in the 
agricultural regions. He is on vacation. 

Vice-President Dawes, with seal-crested govern- 
ment car at his disposal, arrived at his home in a 
Chicago suburb, and the daily press, with its usual 
dispatch, informed the news loving public that this 
great lieutenant-commander of the forces of govern- 
ment is planning a visit to the wide open spaces of 
the West in search of rest and diversion. 
vacation. 

Presidents and other executives of several mill 
supply manufacturing and distributing organiza- 
tions are reported to be securing first hand informa- 
tion on the relative merits of European points of 
interest as compared to what their own beloved 
country has to offer. They are on vacation. 

Other presidents, members of executive staffs, 
sales managers, salesmen, clerks, stenographers and 
office boys are taking advantage of the lower sum- 
mer tourist rates and the ever decreasing cost of 
automobiles to “See America First.” They, too, are 
on vacation. 


He is on 


As a nation, we’re becoming more and more great 
vacationists. It is not so many years ago that two 
or three weeks in the mountains or at the seashore 
fell only to the lot of those individuals who were 
classed as the social elect of the country, when such 
pleasures were not for the ordinary working man. 
Those days are gone, let us hope, forever. 

Aside from the benefits that can accrue from the 
health building rest that comes from a complete 
change of mental and physical activities, vacationing 
has a decided effect on business. Railroads, hotels, 
retailers of food, clothing and sporting goods, auto- 
mobile manufacturers and service stations, oil pro- 
ducers and dispensers, all profit from the seasonal 
demands. Money in large sums is put into circula- 
tion and finds its way back into further productive 
channels, giving additional employment to thou- 
sands. How different from the old days when sum- 
mer business was commonly in the doldrums. 

















Wal Obes Pir A No. 7 


“It has been our privilege to represent this 
concern for about two and one-half years, 
and in our opinion they manufacture one 
of the most complete lines, and their 
prices are right. If you are, therefore, 
interested in a Mechanical Rubber ac- 











count, in our opinion, you would make | | 
no mistake in identifying yourself with | 


The Mechanical Rubber Company. 


“There are two things that have appealed | 


to us very strongly: first, their prices, and 
second, their policy of co-operation.” | 








This is a letter from one of our 
distributors in answer to a pros- 
pective distributor. 


The letter quoted dem- 
onstrates that beyond 
doubt our policy is con- 
structive. We Back the 
Distributor. 


x tHe 
\ MECHANICAL 4 
RUBBER CO. 


iP 





A complete line of Mechanical Rubber Goods for Every Industrial Need 


THE MECHANICAL RUBBER COMPANY 


Cleveland New York 
“WE BACK THE DISTRIBUTOR” 
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Favor Holding Triple Convention Next Year 


Plans for Future Activities of American 


Manufacturers’ Association 

The opening gun in a campaign to hold a triple con- 
vention of the mill supply associations next year was 
fired at a meeting of officers, executive committee and 
advisory board of the American Supply and Machinery 
Manufacturers’ Association at Niagara 
9th and 10th. Following the two days’ sessions Presi- 
dent Don S. bBrisbin extended invitations to the National 
Supply and Machinery Distributors’ Association and the 
Southern Supply and Machinery Dealers’ Association to 
meet with the manufacturers in a joint gathering next 


Falls on July 


vear. 

The meeting was held under the leadership of President 
Brisbin. Discussions during the two days’ sessions cen- 
tered around questions of the yeneral policy ot the 
association and management of and plans for the next 
Kleven officers, executive committeemen and 
advisory board members attended the meeting. 


convention. 


Convention cities and reports were discussed, and the 
attractions of each city considered both from geographi- 
cal as well as from comfort standpoints. It was decided 
that, as soon 


as a decision relative to the triple conven- 


tion invitations is received, a conference of the executives 


2 . LE 
BS id ete a 





Discussed at 


Supply and Machinery 
Niagara Falls Meeting 


of all three associations will be held to select the time and 
place. 

The program suggested for the next convention will 
be rather different from that of other years, according 
to an announcement sent out by Secretary-Treasurer 
Frederick D. Mitchell following the Niagara Falls meet- 
ing. Mr. Mitchell asserts that it is extremely likely that 
“a good time will be had by all.’”’ A specialized committee 
scheme was devised to bring the association into closer 
touch with the activities of the trade, with a view to 
rreater service and to a slight increase in membership. 

Music will be used as a means of assembling the mem- 
bers at meeting time, as well as to cheer up the “Tired 
Business Men” during periods of relaxation. It is also 
probable that the business side of the program next 
year will be confined to morning sessions, leaving every 
afternoon free for the personal contacts which constitute 
valuable and pleasant incidents at conventions. 

Another feature that is being planned for next year’s 
convention is a program of sports, including a golf tour- 
nament. 

President 


Brisbin appointed the following chairmen 





OFFICERS, EXECUTIVE COMMITTEE AND ADVISORY BOARD OF AMERICAN SUPPLY AND 
MACHINERY MANUFACTURERS ASSOCIATION AT NIAGARA FALLS 


Top rou, li rt. £0 right, Charl Ss W. Beane y. 
and secre tary, Delta File Works: 


vice pre side vt 


John C. 


ciation and general manager of sales oT Columbus MeKinnon 
Leschen & Sons Rope Co. 
secretary, Skinner Chuck Company; 


W. C. Henning, sales manager, A. 
ing Company; Robe rt B. Skinner, 


& Textile Belting Company; A. R. Webber, 


formerly gene ral sales 
Ruf, J]. B. Williams & Sons: 


Lower row, left to right, W. F. 


manager of The Yale & Towne Mfg. Co.; 
Don S. Brisbin, 
Company; cc we: 


Jose ph M. Hotte l, 
preside nt of the asso- 
Drayton, Graton & Knight Co.: 
Wright, Wright Manufactur- 
William H. Glatt, sales manager, Victor Balata 


Chain 


H. B. Sherman Mtg. Co.; Frederick D. Mitchell, secretary-treasurer. 
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Here is a rugged cast iron con- 
veyor roll built for continuous, 
hard service and where material 
handling costs and maintenance 
expense must be reduced to a 
minimum. 


In this roll is incorporated the 
proved ruggedness of Timken 
Tapered Roller Bearings—the 
proved efficiency of the Dodge- 
Timken mounting and the 
combined experience of both 
the Dodge and Timken organi- 
zations. 








Each idler is made up of three 
unit rolls exactly alike and 
instantly interchangeable one 
with the other. They are made 
of a high grade grey iron hav- 
ing high resistance to both corrosion and abrasion. 


One piece construction insures permanent bearing alignment and ad- 


justment. Two Timken bearings are fitted to each roll — adjustment of 
bearings can be made in field if desired. 


When writing to Advertisers please mention Mi_t Supp tes, 
























The idlers can be lubricated 
while conveyor is running. A 
single industrial fitting for forced 
lubrication serves two bearings 
altho individual lubrication can 
be provided if preferred. 





Grease seals positively prevent 
dirt working in or lubricant 
working out. 





Brackets supporting the rolls do 
not offer pockets for the collec 

tion of dust or dirt to collect and 
act as a brake on the rolls. 





Write tor complete information 
it will be the first step toward 
reducing your material handling 
cost and insuring continuous, 
trouble free service. 


DODGE MANUFACTURING CORPORATION 
Mishawaka, Indiana 


Branches: NewYork Boston Newark Philadelphia Oneida Cleveland — Cincinnati 
Adlanta Houston St. Louis Chicaro Minneapolis San Francisco 
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1501 — 8’—*“Solid- Triumph” Tampico . 

Wheels. Also available in 10” and 12” t 

sizes. Arbor hole may be any size desired. I 

] 
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1518—*“Triumph” White Tampico Sec- 
tion. Designed for use with “Riehl” 
hubs. Furnished in fine or coarse grades 
of Tampico Fibre and in diameters from 
6” to 10”, e) 





“Riehl’’ Aluminum Hub. Light in weight 
and designed to compress Tampico sec- 
tions into a compact brushing face. on 
Face widths 1!," to 3”. Arbor holes any 


Better Wearing Piao : 




















ee at fic 
ampico Wheels ey ge . 
The Osborn complete line of Tampico Wheels enables ’ } ch 
you to choose a brush that is right for any kind of % of 
. . . &. 
work. Two distinct types are available. <= " 
3 
“Solid-Triumph” Tampico Wheels are built up with — me 
more than the average weight of White Tampico Fibre, 4068—Monarch Tampico Sections are | 
‘ a designed to meet the need for individual U 
held firmly in the center stamping. sectional units which can be used with- : 

i out a hub, and built up to any width Ini 
‘Riehl-Triumph” Wheels are mounted on two-piece, face desired. Sizes 8" to 12°, th 
adjustable and self-locking aluminum hubs, which can 
be refilled with new sections when the original brush sig 
parts are worn out. ing 
The economy of these tools is wholly a matter of -~ 
durability and uniform wear, which Osborn Tampico YI 
Wheels provide in fullest measure. 263A—Plater’s Brush. Tampico fibre, ol 

staple-set in solid block with curved Af 
handle. mr 
THE OSBORN MANUFACTURING LOMPANY Th 
5401 Hamilton Ave. Cleveland, Ohio CO" 
to. 
Pal 
. ila ; . 635 Plater’s Scouring Brush. Heavily 
: filled with 1” Tampico fibre. Block } pal 
254" 2614". | 
| 
CSBORX | tai 
oh effi 
| A BETTER WEARING BRUSH FOR EVERY USE | 
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for committee work during the current year: Member- 
ship committee, John C. Ruf; contact and promotion 
committee, Joseph M. Hottel; entertainment committee, 
Robert B. Skinner; industrial legislation, Dixon C. Wil- 
liams. 

The invitation for a triple convention was extended 
in letters to the presidents of the two distributors’ as- 
Here is a copy of the letter sent to B. H. 
Ackles, president, National Supply and Machinery Dis- 
tributors’ Association, being similar to one sent to L. J. 
Larzelere, president, the Southern Supply and Machinery 
Dealers’ Association: 

“Dear Mr. Ackles: 

“For the membership of the American Supply and 
Machinery Manufacturers’ Association, the writer 
is desirous of extending to the National Supply and 
Machinery Distributors’ Association a most hearty 


sociations. 


on 
waa 


invitation to meet with us at a joint convention 
early in the year 1927. 

“A similar invitation is being extended to the 
Southern Supply and Machinery Dealers’ 
tion. 

“The location for a convention of this kind is of 
great importance, and therefore, it will be our in- 
tention to discuss this at a later date and arrange 
for one that would be mutually satisfactory. 

“A reply at your earliest convenience will be ap- 
preciated., 

“With kindest personal regards to you always, I 
remain, 


Associa- 


Yours very truly, 
The American Supply and Machinery Manufactur- 
ers’ Association, 


D. S. Brisbin, President. 





Survey Committee Is Busy 


Belting and Transmission Manufacturers to Meet Again Soon 


The meeting of belting and transmission manufactur- 
ers, originally scheduled to be held in Pittsburgh on 
Wednesday, July 14th, was postponed to a later date, 
which will be announced as soon as the preliminary de- 
tails are completed. During the past month the organi- 
zation committee, which was appointed at the Cleveland 
meeting of June 11th, has been busy with publicity work, 
and there is plenty of believing that the 
movement to build a powerful association and to carry 
on a survey to determine the most economical method of 
transmitting power will meet with success. 
the Cleveland meeting, the 


reason for 


Following 
newly elected temporary of- 
ficers found that there was much more preliminary work 
to be done before another meeting could be warranted. 
W. H. Fisher, 
T. B. Wood 
chairman, and 
of the 


secretary and sales manager of the 
Sons Co., Chambersburg, Pa., temporary 
W. W. French, sales promotion manager 
Manufacturing Corporation, Mishawaka, 
Ind., secretary, have communication with the 
the committee, and have been 
busy in making the preliminary arrangements for secur- 
ing the support of all interested manufacturers within 
the belting and transmission industries. 

In a letter sent out under date of July 9th, and 
signed by the committee appointed at the Cleveland meet- 


1) 


Dodge 
been in 


members of temporary 


gy, endorsement of the movement and financial support 
were sought. This communication made it clear that con- 
tributions for the survey would be sought on the basis 
of ratings of firms, and will range from 
After the funds are collected, a survey will be started. 
The following tentative outline of the problems to be 
covered was contained in the communication of July 9th: 
1—The trend of 
tor for lineshaft. 


9 


$25 to 


$150. 


movement to substitute electric mo- 
The experience of users of individual motor drives, 


particularly with regard to the cost of 
> The group drive 
particularly with regard to the cost of maintenance. 


maintenance. 
experience of users of 


motors, 
1—Friction losses in properly constructed and main- 
tained lineshafts. 
5—Electrical losses in transmission, torque and motor 
efficiency in motor drives, both individual and group. 


6—Relative efficiency of smail motors. 


7—Depreciation charges against electrical equipment 
as compared with mechanical equipment. 

8—Upkeep charges of electrical equipment as 
pared with mechanical equipment. 

9—Original cost of electrical equipment as compared 


com- 


with mechanical equipment. 

The following statement was made in regard to this 
tentative program for the survey: 

“While the above would provide working material for 
a much more extensive investigation that would be con- 
templated at first, the preliminary survey report would 
indicate what could be reasonably expected in the way of 
data that could be utilized by an association and its mem- 
bers in an effective way.” 


TELLS ABOUT THE EXPLOSION 
Secretary of the S. H. Berry Hardware Company. Dover, N. J. 


Believes Only Slight Damage Was Done to Factories 

Outside of broken glass, very little damage was done 
to the mills and factories in Dover, N. J., by the recent 
explosions at the naval depot at Lake Denmark. Harry 
A. Armitage, secretary of the S. H. Berry Hardware Co., 
Dover, dealer in hardware and mill supplies, in a letter 
to MILL SUPPLIES under date of July 15th, wrote: 

“The only damage done to any machinery by the recent 
explosion, so far as I have learned, was at the Lake Den- 
mark naval depot and the Picatinny arsenal, which ad- 
joins it. Both these plants are wrecked. If the govern- 
ment decides to rebuild, it will create a little business; 
otherwise it will be very harmful to this Outside 
the government property, damage is confined largely to 


broken glass. 


section. 


“There were two severe explosions on after- 


noon, at 2:20 25 


Saturday 
Considerable 
nervousness prevailed among the residents of Dover and 
other nearby towns, 
be still heavier explosions during the night. 
left their homes, but 
when they found the 


about and 5:25. o'clock. 
as it was reported that there would 
Many per- 
returned the next morning 
reports were due to nervousness. 


SOnS 


“Until Monday morning there was almost a continuous 
noise of exploding shells, which soon became too 
monplace for any special notice. Everything is quiet 
now. The fires are extinguished and we are awaiting 
the government's decision.” 


com- 


aA RB PAS AER OPES CE ALES MEN ACRE ER ALIN OD BIT TIO 








in Your Territory / 
We believe the Jobber to be 


the legitimate distributor 
of merchandise 


and we are organized to give him 
the utmost in 


Mechanical Rubber Goods Service 


Let us tell you about our specific facilities along this line! 


BOSTON WOVEN HOSE & RUBBER CO., Cambridge, Mass. 


Makers of High Grade Mechanical Rubber Goods for 50 Years 
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Demand Increases, Price Decline Is Checked 


Walworth Valve and Fittings Index Shows How Price Movements 


Affect the Rate of Ordering Demand, and Proves Its Accuracy 


JOSEPH H. BARBER 


Assictant to President and Chief Statistician, Walworth Company 
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Facts now show clearly that the spring decline in 
demand was checked by May and that during June there 


Was a 


th 
definite reversal. At the time of writing tl 
are seven out of sixteen items of data at hand. Except- 
ing only one, each of these early June indicators reflects 
an increase of demand to levels higher than the low levels 
reached during the recent set-back. That one industry’s 
demand, still in the doldrums, has nevertheless appar- 
ently reached its lowest levels, so that improvement will 
come even there. 


lere 


At the early date of writing, the data 
supporting these statements is but a sampling of what 
will be available a little later. Yet this initial sampling 
usually points the way with fair accuracy and, anyhow, 
what seems to have been happening is what we have 
previously indicated should be happening at just about 
this time. 
In June, when comparing an index of United States 
pig iron production against the valve and fittings demand 
index, we first commented upon the evident policy of 
maintaining a high rate of pig iron production through- 
out the spring and then expressed the opinion that that 
industry would continue such a confident production 
policy only if there were a definite prospect of continued 
above-normal general prosperity. 
Current news now shows that that continuing opti- 
mism, expressed in 


the back-log of 


such a practical manner even when 
had dwindled, 


authorities of the trade now 


unfilled orders 
One of the best 
the fact 
buying 
1924. 
in July we 
first 
“cevele trend” of demand. 


was justi- 
fied. pub- 
that June orders for pig iron made the 


movement the 


lishes 


present largest since that of 
November, 
Then 


shaded 


little chart 
above and then below a_ heavy 


again showed a with 
areas line 


indicating the These areas 
each one ot 
which was followed by a compensating period of ordering 
at levels lower than the then current “cycle trend” level. 

The chart showed clearly that by April last the de- 
mand was already below the level of the “cycle trend.” In 


represented periods of excessive ordering, 


hited, 192¢ Walworth Conipany 


fact, demand in April was already low enough to 
a low-demand under the 


area of 


make 
area “cycle trend” that would 
the excessive buying that 
developed over the “cycle trend” last winter. 


compensate for had 


Therefore, 
following this spring’s period of over-pessimism, a nat- 
ural rebound to higher demand levels was due. 


This month, a new chart reproduced below, also shows 


why an increase in demand should now be in progress. 
This new chart explains how price movements affect the 
and it i 


rate of ordering demand, 


emphasizes in a new 
} mt ‘ J ; , ind ‘ « , arr? 
the valve and fittings index as an accu- 


indicator of 


» value of 


rate advance constantiv Cnanging business 


sey 
conditions, 


Probably there is no single set of prices more closely 
related to the valve and fittings industry than pig iron 
prices. The chart has been so drawn that, when the 


valve and fittings « 


‘mand index is definitely rising, its 


line is drawn very heavy and, for the purpose of 


assur- 
ing a direct comparison, the pig iron price line is drawn 
Then, for 
in the months when valve and fittings demand 
is declining or at low ebb, the lines for both indexes are 


shown spotted for identical periods of time. 


similarly heavy 


in the same identical months. 


contrast, 


The chart shows that even in the present age, to a 
certain extent, commodity speculation occurs at low 
prices. Order demand then rises to high levels and 


price increases begin to appear. The extra high pace of 
ordering, begun while prices were low, cannot usually 
be kept up for very long. By the time prices have be- 
come high, the pace of ordering usually has slackened. 

That process is apparently beginning over again. At 
the time of writing, higher prices are beginning to ap- 
pear. But when we understand what causes are back 
of the variations in ordering, we are not led to an un- 
reasonable optimism because of a temporary rise in de- 
mand. Rather, we rest confident in the knowledge that 
once more there is tangible evidence of continuing pros- 
perity. 

















200 ici: aa T £00 
180 | i 4 4 | _—— 180 
R 
‘cies? ty WALWORTH VALVE | ve 
~ AND FITTINGS INDEX 3 
= 140 | Fe rath enna 4 ‘#5 
j t : 
‘ 

Hap —| 208 
20 | , pee 
} 
=100 | 1005 
r 

Bo } 1 80 

U-RicRtad eum Fou YER . 
6O } + 1 6 
$45 | $+5 
40 + 40 
7S} 35 
Ay : + 30, 
30 f A : 
25 | | i “‘< } ; 2s 
| me 
20} i a fl + eet: a 20% 
is | —+ t is® 
Pi6é TRON PRICE 

sl om a sawed | * 

| « 

5 + 2 

| ° 

°C {1920 | 151 | 1922 i523 i504 | 1925 | 1906 
Chart Shows Why Inerease in Demand Should Now Be 


in Progress. 


STIR AET SF (AR 


ee 





SS 


\ucust, 1926 





It has been developed after 
many and varied experi- 
ments with unusual service 
conditions involving tem- 
peratures to 1100 degrees 
and pressures to 600 lbs. 


Drop ‘09 


is made in sizes from 34" up to and 
including 2". It is entirely drop 
forged with the exception of the 
stem, removable seats, packing glands, and 
cooling chamber bushing which may be 
cold rolled steel or monel metal, depend- 
ing upon the fluid to be handled. E’ither 
a ground or gasket joint can be furnished 
between body and bonnet. This valve 
is easily reseated since the seats are rolled in 


place instead of screwed. The stem can be re- 
packed while valve is under pressure. 


Write for New 
Valve and Fitting Catalog F-6 


Steel 
GATE VALVE 
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HENRY VOGT MACHINE CoO. 


INCORPORTED 
LOUISVILLE, HY. 


New York Chicago Philadelphia Cleveland Dallas 


Mancfacturers of: OIL REFINERY EQUIPMENT, DROP FORGED STEEL VALVES AND FITTINGS, WATER TUBE AND 
HORIZONTAL RETURN TUBULAR BOILERS, ICE MAKING AND REFRIGERATING MACHINERY. 
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Low Profits Due to Pernicious Sales Policy 


Problem of the Supply House Today Is Not One of Expansion, But of 


Economy in Management and in Elimination of Waste in Merchandising 


W. M. PATTISON 
President, The W. M. Pattison Supply Company, Cleveland 


As a foundation, before reading this report, I want to 
refer to the pamphlet sent out by the secretary relative 
to the conditions that prevailed from 1916 to 1925. Our 
president referred to the cost of distribution, but I am 
not so much concerned about the cost of distribution as 
I am about the net profit at the end of the year. During 
1916, 1917, 1918 and 1919, and a portion of 1920, which 
covered the war period, our profits ran from 8.96 per cent 
in 1916 to 4.92 per cent in 1919. 

We are passing through a very unusual condition in 
the supply business and I find it difficult to suggest any- 
thing at this time that has not been included in former 
reports. After writing eight or ten of these reports you 
run out of material, and I thought it might be interest- 
ing to you at this time to go back and read some sections 
of reports made since 1920. It is not my intention to 
read all these reports but I shall read extracts taken from 
them. 

Iam now going to read from the 1920 report. We had 
just passed through the war period and when we entered 
1920 clouds were gathering on the horizon. 
mittee reported as follows: 


Your com- 


“Much good has come through co-operative effort of 
the distributors in various sections, and we believe that 
in the days ahead of us, when conditions will not be as 
they are today, our members will remember the good that 
has been attained through such associated effort, and 
strive to continue the pleasant relations that have been 
established, and the spirit of fair dealing that has been 
brought about.” 

The break came during the latter part of 1920, and 
your committee made the following report at the 1921 
convention: 

“Following the first indications of a general depres- 
sion that developed as winter approached, the change in 
business conditions was rapid and practically all dis- 
tributors found their stocks largely in excess of actual 
needs. It was apparent that a reduction in the pipe 
market could not long be delayed, and some distributors 
in anticipation of a radical reduction in their cost, dis- 
counted same by liquidating their stock as rapidly as 
possible. This situation has developed a most unsatis- 
factory condition in some quarters. There are those who 
feel that prices will go still lower, so that it is quite 
likely that until these surplus stocks have been materially 
reduced, some distributors will in quoting anticipate 
future possible reductions. 

“Our members have come through a period of several 
years in which the amount of business and the profit 
attached to same were dependent altogether upon the 
tonnage we were able to secure from the mills. That 
time is now past and it may be long before we again see 
a similar condition in this particular branch of our busi- 
ness. If this be true, does it not behoove all distributors 
of welded pipe, which has become such an important 
item in their business, to go carefully into their costs of 
warehousing and distributing this commodity, with a 
view to marketing it at such figures as will represent a 

*Abstract fri 


mm Report of Pipe Committtee, National Pipe and Supplies 
Association 


fair profit upon the investment and the cost of carrying 
on the business?” 

In 1922 your committee submitted the following: 

“Under normal conditions the supply business is con- 
ducted on a very low percentage of net profit. If you 
will examine your records, we think you will find that 
under normal conditions this profit did not much exceed 
the equivalent of a liberal cash discount on the gross 
volume of vour business—not exceeding, in many Cases, 
four or five per cent and possibly less.”’ 

At that time none apparently anticipated a condition 
such as prevailed last year when our average profit was 
less than one-half of one per cent. 
from the 1924 records: 

“When we met in Pittsburgh practically two years 
aco, we were just emerging from a period of depression 


I am now reading 


and readjustments in values, which none can forget. 
There was much doubt as to what the future had in store 
for us, but with each succeeding month improved con- 
ditions prevailed. The volume of our business increased 
and there was a general advance in prices. The results 
of the year’s business were generally satisfactory, and 
these same general conditions prevailed during the year 
1923. In a very large degree what made these two years 
profitable? Can you trace it to your normal merchandis- 
ing profit? I think that such is not the case. 

“In a large degree you can trace your success to a 
speculative profit made on an advancing market. I was 
much surprised in analyzing some figures gathered from 
your own records. Probably most of you figure the profits 
on your daily sales—using as your cost the price in effect 
at the time the sale was made and not reflecting any 
speculative profit. Each month you have a record of 
your gross sales, your costs and normal profits. What 
did our analysis show? Without allowing for any inter- 
est on investment, and without any allowances for bad 
accounts, our operating costs were approximately $25,000 
more than our profits, figured as above. But we had a 
speculative profit, concealed, which showed up in our 
inventory, and the year’s business was fairly satisfac- 
tory. The same conditions prevailed largely during 1923. 
[ have no reason to think but what similar conditions 
prevailed generally, and that the experience of many of 
our members was quite similar to our own.” 

I think that this situation is true at the present time. 
It will be necessary to absorb these losses as they develop. 
We all recall the radical reductions in malleable and cast 
fiitings, that were made during the early part of this 
vear. While they were somewhat extreme, I think we 
can continue to expect gradual reductions from time to 
time, and this loss must be absorbed. 

I am now reading from the 1925 proceedings: 

“We are meeting here this week to hold a post-mortem 
on the business conditions that prevailed during 1924, 
and we will find little to enthuse us. In one respect we 
made a record. Our excess profits taxes reached a record 
low point, if they did not entirely disappear, but this in 
itself is not a reason for congratulations. After we have 
held this post-mortem, what does this autopsy show? 

“We have not as yet fully recovered from the influ- 


































ROBABLY more Mill Supply Distributors have changed 
to the Johnson line than to any other line during the 
past three years. 


Just why that is so can best be told by Johnson Distribu- 
tors themselves. 


Johnson methods of manufacture and distribution have 
been arranged so that from the prices made Johnson dis- 
tributors, there are eliminated 


The intermediate profits of the tanner— 
The intermediate profits of the currier— 


The excessive cost of selling (last year our 
sales expense was 2‘, )— 


The cost of having manufacturers’ salesmen 
sell for the distributor— 


The cost of selling thru branches— 


The excessive overhead (by distributing one 
overhead over a diversified line of products) 


Johnson Belting is not a price proposition. Johnson 
quality is the biggest goodwiil builder we have. 


The business of our distributors is obtained and held 
thru the medium of the mails. We haven’t any representa- 
tives to smooth out complaints—hence the importance of 
seeing that Johnson quality is of the highest quality stand- 
ard at all times. 


Let us tell you more about the Johnson line—what it has 
done for others—what it can do for you in placing your 
Leather Belting business on a bigger, better and more profit- 
able basis. 


AHoluson Belting Company 


Tanners, Curriers and Manufacturers 
controlling every operation 
from the selection of the 
hide to the finished 


product 
General Offices una Fuciory 
423-435 Kast 56th Street, 


New York TU 
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ences of the war. Some of us are slow to see these 
changed conditions, and our business generally shows a 
very great loss in volume, as compared with the high 
point during the 1917, 1918 and 1920. 
This shrinkage in volume is general and confined to no 


This situation, however, presents an oppor- 


reached years 
one locality. 
for your high-powered sales manager to make a 
record. He is looking for volume—the sky is the limi 
and in his desire to secure this volume, he frequently 


tunity 


sacrifices that which is so essential to the prosperity of 


your business—a fair profit. 


1 heard a story of a sales manager a few days ago, 
which will bear repeating. It appears that this fellow 
hud been a salesman working for a supply house. He 


had lost his initiative; his pep and his memory had gone. 
thought that some- 
this condition. 

The doctor made a thorough examination and 


He went to see his doctor with the 


thine might be done to correct 
attrib- 
He said to the sales- 
and I will go 
just what the 


d it largely to mental trouble. 


man, “You 


them carefully 


leave your brains here over 


and determine trouble is. 


A few days later, the doctor wrote the salesman to 
come down to his office and get his brains, as the Vv were 
deteriorating and he didn’t want them around his office 
longel The fellow didn’t call for them, and the docto) 

rote him again without reply. He finally got him on 
tne phi ne, and told him he would like to have him drop 


in and take them away. 
The fellow, thinking he apparently had no further use 
to the doctor, “Hell. | 


appointed 


for them, 


need them 


our 


said don't 


now, I have been sales manager for 


concern.” 
Perhaps a man of this type heads your sales depart- 


ment. 


I was telling this to a friend of mine and he said: 
“The fault isn’t entirely with vour sales manager. How 
about the buyer, who takes advantage of present com- 


petitive conditions? 
of such a buyer. 
Hubbard. 

“The typical buyer is a man past middle life, spare, 
wrinkled, intelligent, cold, noncommital; with 
eyes like a codfish, polite in contact, but at the same time 
unresponsive ; 


I will give vou a typical description 


Perhaps vou can attribute it to Elbert 


passive, 


cool, calm and damnably composed, much 
like a concrete post or a plaster-of-paris cat; a human 
petrification with a heart of feld-spar and without charm 
or the friendly germ; minus bowels, passions or a sense 
of humor. Happily they never reproduce and all of them 
finally go to hell.” 

Continuing with the report of 1925: “The present 
price on steel pipe has been in effect for over three years. 
During this interval the price of skelp has been reduced 
about the equivalent of four points in the basing dis- 
Notwithstanding this reduction in the price of 


skelp, the 


count. 
price of pipe has remained stationary. 
“T think the mills realize (and with good reason 


that 
any cut in the price of pipe would not materially increase 
the volume. Every member of this association has prob- 
ably 


discount were three or four points higher. 


purchased as much tonnage as though the basing 
Your pipe 
sales are not increased by reducing your profits. Your 
customers will only buy what they actually require. Price 
is not the determining factor. Why not then profit by 
this example set by the mills, and rather than make a 
effort to volume, the same 
energy in trying to increase your percentage of profit? 

“The condition of the pipe market is always one of 
interest to the members of this association. Its volume 
is such that its profitable distribution is a dominating 


useless increase your use 
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factor in determining the financial success of your busi- 
ness. In an open market it is used as a leader to secure 
other business; in a closed market, its sale, at a 
profit, has a favorable effect on other lines. 


fair 


“This leads me to make some comments on the policy 
of some distributors soliciting pipe business by mail, or 
otherwise in widely removed territory. We should all 
realize that we are selling service. Our business, in a 
large degree, is emergency business, and our customers 
want In your own city and its immediate en- 
vironment have a geographical advantage, which 
none can take from you. As you pass beyond this dis- 
trict and approach some other distributing center, you 
lose this advantage in a very large degree, and it goes 


service. 
you 


to the distributors located in some other jobbing center. 
I think that one cause, at least, for the present demoral- 
ization in price is due to the fact that there are those 
who try to operate in far removed territory, where they 
have nothing to offer, but price. They secure little or 
no business, but in demoralizing the market 
for the distributors located in that territory.” 


do succeed 


I would say to my 
bout this 


«| 
a 


alarmed 
same situation 


Pittsburgh has had 


who 


this 


Iowan friends 
that we have 
prevailing in our own neighborhood. 
an open market for an indefinite 


are 
situation 


period and as I under- 
stand pipe has been sold at two points beyond the card, 


but the price has improved recently and they think they 


are doing very well if they can maintain a discount of 
60 on base sizes, which to me is a very low price. We 
have never felt this competition in Cleveland and very 
rarely in selling in our own immediate territory do we 


find it necessary to consider this Pittsburgh situation. 

I quote further from the 1925 report. 

“Unfortunately, there are those who apparently do not 
vet understand why their business does not approximate 
the war maximum, and in their insane desire to secure 
this volume lose all thought of profit. Every distributor 
is laboring under a heavy selling expense, but many seem 
to forget that increased sales at reduced profits do not 
necessarily spell dividends. Unfortunately, consumption 
of the material we handle is absolutely fixed by the actual 
needs of our customers and this consumption cannot be 
increased through price competition. It would appear 
that when some of our distributors realize this fact and 
content themselves with such normal volume of business 
as they may have a right to expect and taken at a fair 
profit, just so soon will conditions improve in certain 
jobbing centers. 

“The problem of today is not one of the expansion, but 
of economy in management, economy in waste, and 
economy that comes through a rapid turnover. 

“The question of competition has become so acute in 
certain sections that time only will determine whether 
improvement will come through the exercise of 
business principles or through the insolvency cou 

After this 
be able to draw some conclusions based on our experience 
during this period that might be helpful to us in placing 
our business on a more profitable and satisfactory basis? 
It must be perfectly clear to all our members that in our 


sound 


Ww 
resume of previous reports, should we not 


desire to secure volume rather than a legitimate profit 
we have developed a situation that is most deplorable. 
On a gross business of some hundreds of millions we have 
followed this ruinous and pernicious policy until last vear 
our average profit was than one-half of per 
cent. For how much longer will this condition prevail? 
Your committee feels certain that under suitable con- 
trol this situation can be materially improved during the 
coming year. Give your united effort to this end. 
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N thousands of plants, Johns-Manville 
Service Sheet is the one and only sheet 
packing used. It packs against almost any- 
thing, from mercury vapor to molasses. 


This principle of broad service is embodied 


é in all of the STANDARD Seven Johns-Manville 
Z packings, to make it possible for you to have 





Sea Ring Rod and fewer packings in your stock room, less money 


Plunger Packing tied up, easier handling, and elimination of 
Constructed ona unique ms = 
s ciple which the mistakes which naturally result from the 
ee confusion of many “‘special’’ packings. 


JOHNS-MANVILLE INC., 292 Madison Ave. at 41st St., N. Y.C. 
Branches in a irge citie 


g For Canada: Canadian Johns-Manvi Co., Ltd., Toronto 
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Johns-Manville 
Flax Packing 


A high quality flax manu P Kearsarge 
factured to pack satisfac- ha Manhole 
torily all kinds of hydraulic Gaskets 


conditions Asbesto - Metallic 
Fabric folded so 


that doubled edge 
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Mogul Coil 
Packing 


Contains no rubber. 
Furnished in twisted 
or braided form 





Pressure. Can be 
removed and re- 
placed manytimes 
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Enters Its Second Century of Business Life 


Beals, McCarthy & Rogers, Inc., Buffalo Mill Supply House, Traces Its 


Direct Ascent from a Small Hardware Store to a Million Dollar Company 


The business houses in the United States that have 
endured the vicissitudes of one hundred years are few 

Beals, McCarthy & Rogers, Inc., of 
the that 


now 


indeed. Buffalo, is 
can claim this distinction, for the 


entering upon its century of 


one ot tew 


company Is second 
service. 


The business was founded in 1826 by Samuel F. Pratt. 


It was a little store in a little hamlet at that time, for 
Buffalo was but a struggling frontier town. Indians 
thronged the streets; wolves and bears abounded in the 
woods that marked the town limits. The first steam- 
boat to the west was still a novel spectacle, and the 
first railroad linking the town with the east was sixteen 


vears in the future. 


If the Samuel F. Pratt hardware store then gave small 


promise of its future greatness, so was the iron industry 
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Mai Store and Ne mw Warehous of Be als, Met ‘arthy 
& Roge Ps 
still in its infancy. Buildings, houses, bridges and 


ships were made of wood. People traveled by canal or 
The railroads, the structural steel build- 
ings, the electrical industry, the automobile and the air- 
plane were still in the future. The Mesaba range of ore 
and the the two things together that 
were to help make steel cheap and practicable, were 
unknown. 


on horseback. 


Bessemer process, 


The stock of the Samuel F. Pratt hardware store con- 
sisted of a few tools, horseshoes and perhaps one or 
two stoves. 

That the business which began in this little shop would 
live through four wars and the boom and panic years 
between, would grow and keep apace with the fast chang- 
ing industry until it became, a century later, a million 
dollar corporation, seemed a bit of far fetched optimism. 

The little frontier hardware store may seem a far cry 
from the present Beals, McCarthy & Rogers Company. 
The stock has changed, the personnel has changed, but 
the spirit that was born in the Samuel F. Pratt hard- 
ware store is the spirit that is still existant in the Beals, 
McCarthy & Rogers Company, whose buildings cover 


acres of ground. 


courtesy, of 


It is the spirit of fair dealing and 
integrity and reliability, of courteous and 
efficient service. 

The directors of the firm today are Eugene McCarthy 
and Charles P. Rogers. They alone, however, are not 
carrying on the hundred year old traditions of the firm, 
for in 1919 twenty department heads and faithful em- 
ployees were made shareholders and partners of the firm. 

The new warehouse erected by the Beals, 
McCarthy & Rogers Company in 1925 is the last word 
in design, construction and equipment. 


steel 


A special rail- 
road siding of 700 feet of double track and a truck height 
loading platform 250 feet long facilitate the handling of 
freight. It is equipped with every modern device for 
the handling of steel including electrically driven cranes, 
car pullers, beam shear, bar cutters, angle cutters, 
saw, plate shear and automatic scales. 

A fleet of trucks the customers 
efficiently and speedily. A storeroom carrying the larg- 
New York state, and a show room with 
ample means for any display make up the $1,000,000 
Beals, McCarthy & Rogers Company of today. It is a 


disc¢ 


serve needs of 


est stock in 


far cry from the Samuel F. Pratt Company of a century 
ago. It is a different stock, but it is the same principle— 
fair dealing, courtesy, reliability, integrity and efficiency. 

There have been many changes in the name of the 
company since it was originally established a century 
ago. From 1826 to 1842 it was operated by the founder, 
Samuel F. 


Pratt, under his own name. Then in the 
latter year Pascal P. Pratt was taken into the firm, 
which changed its name to Pratt & Company. Four 
years afterwards Edward P. Beals became a partner 


and was actively associated in the business until 1903. 

In 1886 the name of the company 
Beals & Brown, the partners at that time being 
Edward P. Beals and David E. Brown. This partnership 
lasted until 1893 when it was succeeded by Beals & Com- 
pany, with Edward P. Beals, Pascal P. Beals and William 
R. Gass as partners. In 1900 Eugene J. McCarthy, the 
present head of the organization, was taken into the 
partnership, along with Charles P. Rogers, now vice- 
president, and Samuel C. Pratt. In 1917 the company 
name was changed to Beals, McCarthy & Rogers, and 
two years later the business was incorporated as Beals, 
McCarthy & Inc., with a stock of 
$1,000,000, 


was changed to 


Rogers, capital 


From a small store on main street in the little fron- 
tier town, the business has grown until today it is one 
of the largest iron and steel, hardware and mill supply 
houses in the United States. The organization is 
thoroughly departmentalized. The directors of the com- 
pany are Eugene J. McCarthy, Charles P. Rogers, 
J. Frederick Rogers, Edmond D. McCarthy and Pascal P. 
Beals. These directors are assisted in the management 
of the business by a board of managers consisting of the 
following: Arthur B. Paull, manager of purchases; 
William E. Hill, cashier and credit manager; George F. 
Evans, manager of the general sales; Charles L. Kurz, 
manager of hardware sales; Charles E. Woeppel, mana- 
ger of steel sales; Frank X. Bennett, manager of city 
sales; George H. Camehl, manager of foreign sales; 
Fred W. Kester, manager of hardware stores; Charles W. 
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‘Help Your 
Salesmen Sel] 


Calling on busy men, as your salesman does, he must have in convenient form the 


latest price lists and descriptive data,—the loose leaf catalog enables him to do this— 
saves the prospect’s time and saves the salesman’s time. 


New prices and additional items may be typed or printed and inserted in their proper 
place, giving your representative a neat, compact, up to date catalog containing all 
the information necessary for him to make sales. 





You can adopt the loose leaf catalog for your salesmen right now, by punching the 
sheets of your catalog for the Kalamazoo Loose Leaf Binder. It will mean more 
sales, faster sales, more satisfactory sales. 


The coupon below, attached to your letterhead, will bring the book “Catalogs That 
Sell”—useful information in compact form. 


KALAMAZOO LOOSE LEAF BINDER COMPANY 


\ ee | Factories at Kalamazoo, Mich. and Los Angeles, Calif. 
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Hyne, manager of steel warehouses; and Morris D. 
Lloyd, manager of motor accessories. 

Each of the department managers is a stockholder in 
the company. Several years ago, when employee partici- 
pation in the stock was adopted as a policy, President 
Eugene J. McCarthy made the following statement: “We 
have had the proposition to enable our employes to 
acquire an interest in the business under consideration 


for a long time. It is only now that we have been able 
to realize the hope. We believe it is a practical way to 
get results. We believe this step. will make it possible 
for us to give better service, if that be possible, which 
will result from the fact that more persons will be 
working with loyalty for a concern in which they have 
a definite financial interest aside from the salaries paid 
them.” 





Trade Relations Committee 


Planned As Step Toward Eventual Self-Government of American Business 


The setting up of machinery for the elimination of 
trade abuses and uneconomic trade practices, marking a 
further step toward the evenutal self-government of 
business, has been announced by the Chamber of Com- 
merce of the United States. 
the national organization authorized the appointment of 

permanent Committee on Trade Relations to serve as 


The board of directors of 


t} 


he tocusing point for all activities in this direction. 

The new committee will comprise representatives of 
Wholesaling, retailing, manufacturing and the consuming 
public. It will serve in the first instance as a clearing 
house for information relating to the adjustment of trade 
putes and the suppression of trade practices detri- 
mental not only to the merchant and the manufacturer, 


but to the consuming public. 





It is recognized that the first task of the committee 
be to promote the setting up of the necessary ma- 
chinery within the various trades to facilitate the adjust- 
ment of disputes between manufacturers, wholesalers 
and retailers in a particular trade. It will aid in the ad- 
justment of disputes between members of different trades 
and eventually, it is expected, will serve as the capstone 
or lead to the organization of another committee which 
will serve the same purpose—in the entire structure of 
trade self-regulation. 

“As at present contemplated,” said Alvin E. 
manager of the department of domestic 


Dodd, 
distribution of 
the national chamber, in a statement explaining the func- 
tions of the new committee, “that joint trades relations 
committee will be composed of one influential member of 
each trade. Each of the members of this committee will 
be the key man in developing in his particular trade a 
joint trade relations committee to include manufactur- 
ers, Wholesalers and retailers. 

“It is intended that this will be done through trade as- 
sociations; but it must be remembered that trade asso- 
ciations usually consist of only manufacturers, or only 
wholesalers or only retailers, whereas the violations of 
commercial ethics in the vast majority of instances take 
place in the dealings between manufacturers and whole- 
salers or between wholesalers and retailers. 

“Ultimately it may be possible, and probably will be 
possible, to organize a great central clearing house with, 
perhaps, a central board of conciliation and arbitration 
for the consideration of general ethical questions, and for 
the settlement of disputes which are not due to con- 
troversies relating only to one trade. 

“The action taken by the national chamber is in 
response to a recommendation made by the National Dis- 
tribution Conference. The committee designated by the 
conference to consider the general problem of trade rela- 
tions pointed out a number of typical trade abuses and 
practices that were not only unethical but wasteful. 

“While the setting up of ethical codes was not depre- 
cated, the committee came to the conclusion that some 





kind of enforcement machinery was necessary. The com- 
mittee held that a vast majority of undesirable practices 
are due to unconscious imitation, and that it is necessary 
to discriminate between those who believe themselves 
forced into unfair practices to meet unethical competi- 
tion, and the comparative few who would be guilty of 
dishonorable methods unless checked by some external 
means. 

“Most of the disputes arising from this source lie 
between the manufacturers and wholesalers and retail- 
ers of the same commodity. Recognizing this some ot 
the trades are attempting to set up adjustment machin- 
ery, and it will be the primary purpose of the joint trade 
relations committee of the national chamber to assist 
such undertakings. It is contemplated, of course, that 
eventually such disputes as arise between trades or the 
members of different trades shall be adjusted by a gen- 
eral committee, which will serve as a common clearing 
house and that standards of commercial practice will be 
established for the guidance of all trades.” 

~+o> 
LETTER TO CLIPPER DEALERS 
Manufacturer of Belt Lacers Emphasizes the Importance of 
Eliminating the Priece-Cutters 

The Clipper Belt Lacer Company, Grand Rapids, Mich., 
recently sent to all its authorized dealers a letter, in 
which the company plainly states its policy regarding the 
resale prices of its products. Included in the letter are 
some pertinent observations relative to dealer distribu- 
tion. 

“We can only expect to obtain and hold dealers,” Wylie 
K. Lee, president of the company stated, “when it is pos- 
sible for our dealers to sell our products profitably. It is 
obvious that a dealer who handles our products and who 
sells the same at prices which do not yield him a proper 
profit, is a dealer who in the long run will be a detriment 
and not a benefit to our business. 

“Any dealer who sells our products without or with 
such a small profit that it will not benefit him to con- 
tinue to handle our products permanently is not a dealer 
who can afford us a safe and permanent avenue of dis- 
tribution, and if by his persistent price-cutting he dis- 
courages and destroys the interest in our products which 
our other dealers would otherwise have, we may event- 
ually be left without adequate means of thorough distri- 
bution in his locality.” 


<+<o> 


Has Moved Its Sales Office 
Royersford Foundry & Machine Co., Inc., has moved 
its sales office from 52 North Fifth street, Philadelphia, 
to the company’s plant at Royersford, according to an 
announcement made by Martin G. Sperzel, vice-president 
and general manager of the company. 
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When you put into service a new or old 


WIRE ROPE 


do you KNOW the grade (tensile strength) or 
are you just taking a chance? 


Engineers everywhere are endorsing 


WILLIAMSPORT 


Wire Rope, not alone for its high 
standing as a quality product, but 
because it is the only wire rope 
made that contains definite proof 
of its grade (tensile strength). 


This is a protection worth more to the user 
than he pays for the rope itself. 


Send for your copy of MWR, which tells an 
interesting story on wire rope. 


WILLIAMSPORT WIRE ROPE COMPANY 


Main Office and Works 
Williamsport, Penn. 


General Sales Office 


Peoples Gas Building, Chicago 
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What the 


TELFAX TAPE 
Means 


This tape indicates our Purple 
Strand, the highest tensile 
strength in its particular con- 
struction and used where hard 
service is necessary. Tensile 
strength 110 to 125 tons per 
square inch. 


This tape indicates Plow Steel 
grade, having a tensile strength 
of from 100 to 110 tons per 
square inch. 


This tape indicates Extra Strong 
Crucible Cast Steel (Mild Plow 
which has a tensile strength of 
from 90 to 100 tons per square 
inch. 


This tape indicates Crucible Cast 
Steel, having a tensile strength 
of 85 to 90 tons per square inch. 


This tape indicates the cable is 
made from iron wire and is used 
for elevator service and other 
indoor work where high tensile 
strength is not essential. 
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Inconsistencies in the 


Mill Supply Business 


Some Thoughts About the Evils of Bargain Sales on a Retail Basis 


and the Need of Greater Cooperation on the Part of Manufacturers 


H. G. ELFBORG 
President, H. Channon Company, Chicago 


The accepted definition of a jobber is that of a whole- 
sale merchant who buys direct from manufacturer and 
sells his goods either to retail merchants or to the indus- 
trial trade on their specific orders, whether it is a charge 
account, a C. O. D. or cash with order. The retail mer- 
chant buys from jobbers and sells his goods over the 
counter direct to individual consumer. 

What happens when this definition is not followed and 
when a jobber or wholesaler becomes a retailer? 

Some jobber, all of a sudden, sees that his counter 
trade is not what he would like to have it and decides to 
increase it. The only way he can do so is to have some- 
thing as a drawing card. Now, he says to himself, how 
can I draw people to my store? What have I here to 
offer that some other jobber has not? Then he gets 
struck by the bright idea of cutting prices on some 
highly standardized tools and puts his idea into execu- 
tion by issuing a bargain sheet, and an appeal to me- 
machinists and toolmakers to visit his store, 
although the jobber knows well enough that most em- 
ployees and mechanics can order their tools through the 
purchasing department of their company. 

In allowing a condition of this sort to go on, are the 
manutacturers playing a straight game with the retail 
hardware merchants who depend on retail sale for their 
living? Are mechanics and toolmakers, to whom this 
appeal is made, entitled to buy from a wholesale jobber 
at prices lower than those a legitimate jobber or whole- 
house could or would sell to the retail hardware 
trade? Is it not a fact that manufacturers of nationally 
advertised brands, are afraid to sell their products direct 
to the user through a mail order house, because they 
know that retail merchants would then refuse to handle 
any of their goods. 


chanics, 


sale 


Is there any difference in the actual transaction 
whether manufacturers sell their nationally advertised 
goods through a mail order house or through a jobbing 
house so long as the prices which their goods are sold for 
eliminate the retail merchant? 

Let us see what jobbers or wholesale merchants do in 
other lines of business. 

Can vou, as an individual, go to a jobbing grocery 
house, lay your money on a counter and order a pound 
of coffee, a pound of sugar, or a pound of this or that 
the same as you now can go to a jobber of supplies and 
buy one caliper, one oiler, one hammer or one Stillson 
wrench at a price as low and in some cases lower 
the price paid by the retail merchant? 

Can you as an individual, go to a jobber in any line 
outside of the supply line and buy as cheaply or cheaper 
than the retail merchant does? 


than 


Have you ever seen any bargain sheets, issued by a 
jobber of groceries, a jobber of dry goods, a jobber of 
notions, or any other jobber outside of the supply busi- 
ness where the individual consumer is invited to buy di- 
rect from the jobber at prices as low or lower than those 
paid for by the retail merchant? 

What is the the reason for 
among jobbers in the supply business? 

Are the manufacturers at fault by 


cause or this condition 


being too over- 


anxious to sell their wares without proper investigation 
as to whether or not a jobber is a wholesaler within the 
strict interpretation of a jobber? 

Now let us see what happens when a retailer buys 


direct from manufacturer and consequently becomes a 
wholesaler. 
It is, I believe, an admitted fact that a retail hard- 


ware merchant adds 33 1/3 per cent to 50 per cent as his 
profit, and when he buys direct from manufacturers he, 
of course, gets the differential of 20 per cent, same as 
a jobber, or perhaps in some cases 5 per cent less or 15 
per cent. What does this retail merchant do with this 
15 per cent? 

Like the wholesaler who sells at retail, he says to 
himself, “How can I increase my counter trade?” Like 
the other party his first idea is “cut price.” He, there- 
fore, exhibits these wares and pastes posters of cut 
prices all over his window to draw the public. These 
posters of cut prices are just another form of bargain 
sheets. Does the retailer get any benefit of the 15 per 
cent differential? No, he is satisfied with the customary 
33 1/3 per cent and gives away over the bargain counter 
to the consumer that 15 per cent or 20 per cent which 
should belong to the wholesale merchant. 

We had an experience just lately with a retail mer- 
chant turning wholesale. 

We were asked for bids on some tools for a certain 
Board of Education. We took the matter up with the 
manufacturer who told us a price to quote that, he said, 
would land us the order. When bids were opened, this 
retail merchant’s price was lower than ours. Our bid was 
next to his. Why could this man quote under our price, 
except for the fact that he had the same differential that 
we had? Did the manufacturer gain anything in giving 
this retail merchant a wholesale price, when the order 
would have come to the jobber as lowest bidder if this 
retail merchant’s bid had not been given? 

Are the manufacturers playing a straight game with 
the jobbers or even with retail merchants, when they 
sell direct to some retailers at prices that cut off the 
jobber and give a competition that other retail mer- 
chants cannot meet? Is there any reason why one re- 
tail merchant should buy direct from manufacturer any 
more so than the other? 

Again we find that the manufacturer must be 
anxious to his wares to anyone regardless of 
whether the party is a wholesaler or a retailer, and it 
must be a farce when the manufacturer tells us “He pro- 
tects the jobber.” 


over- 
sell 


This protection given a jobber reminds me of a story 
I read many ago. <A man was asked to 
make a speech at a political convention down South just 
after the Civil War, when a judge ran in opposition to 
colored man. Gentlemen,” he “last 
I dreamt a dream. I dreamt I died and I went to 
heaven. Walking up the narrow path toward the gates 
of pearls, I met the judge very downeast” and I 
“Hello Judge. I am going to heaven. Where are you 
going?” The judge said, “I was just up there and the 
Angel Gabriel told me that I could not in unless I 


vears colored 


“ 


I believe a 
night 


said, 


said, 
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MR. JOBBER— 
SELL WITT 


When you sell the Witt 
Cans and Pails you have 
selling points. 





Line of Yellow Labeled 


the advantages of 3 major 


First: You are selling the only line of Cans and 
Pails that carries the manufacturer’s guarantee that 
each Can or Pail will give 3 to 5 times lIcnger 
service than any ordinary type Can. 

Second: By selling a high quality product such as 
Witt you are enabled to pile up 3 times greater 
profits on each Can or Pail sold than on any other. 


Third: You are taking advantage of the national 
demand for Witt products. This big volume can 


be attributed to the rigid standards of Witt con- 
struction and their proven ability in service. 

The Witt Line has long supplied a national de- 
mand; it is today the line of national preference. 
This great field of quality customers offers to you 
“volume” sales at unusual profit—it is worthy of 
your investigation. Write today for catalog and 
prices. 


The Witt Cornice Company 
2119 Winchell Ave. Cincinnati, Ohio 


Manufacturers of 


Wii 


CORRUGATED 
*CANS and PAILS 
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SAFETY SET SCREWS 
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performance 


The 


Schwitzer-Cummins 


Co., of Indianapolis, set t: 
turret and drill press tools 
with Bristo hollow safety set 
screws. Mr. Carl J. Winkler 
their Works Manager, says 
that a Bristo ‘‘does all you 
claim for it and we are sat- 
isfied.”” 
It isperformance that counts! 

We will be clad to send you jis 

and your customers a quantity 

of Folder S141-1L with complete / sy 
information about) Bristo set | 

screws and their unique socket 


design. Write The Bristol Co., 


Waterbury, 
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was riding. Say, Isaak, I know what to do. Let me 
ride on your back and we both will get in.” I said “All 
right, judge, jump on my back.” So I trotted up toward 
the pearly gates and the judge knocked on the door, and 
the Angel Gabriel said ‘Who is there?” When I heard 
that voice, I said, ‘‘Here is when I go into heaven.” The 
judge said, “It is I, the judge.” The Angel Gabriel 
said, “Are you riding or walking?” The judge said, “I 
am riding.” Angel Gabriel said, “All right, hitch your 
horse and come in.” And gentlemen, the judze hitched 
me to a post and went into heaven.” 

So it is today with the jobber and manufacturer. As 
long as it suits the interests of the manufacturer, he 
will ride the jobber and after that he will hitch him to 
the post. 

Is there such a thing as 
Personally, I say ‘Yes.’ 


legitimate price cutting? 

While the manufacturer who sells us does not believe 
that a jobber who buys, say $75,000 a year is entitled to 
a better price than another jobber who buys $1,000 a 
year; vet this same manufacturer acknowledges that a 
jobber must give different prices depending on the size 
of the orders or who the buyer is. 

Some of the manufacturers sell their products entirely 
through jobbers, some of them sell part of 
through jobbers and part direct to large 
we have 


their output 
users, and then 
the manufacturers who have their own sales or- 
ganizations, which sell direct to users and retail trade 
and disregard the jobber. 

Under these prevailing conditions, in which way are 
who sell through jobbers, 
with manufacturers selling direct? 
their 


manufacturers, in competition 
Naturally, through 
jobber. I do not need to go into any details of 
this as you well know the manufacturer, through his job- 


ber, will meet price s quoted direct and let me say this, 


that in nearly all stances the manufacturer will stand 
pat on his prices and let the jobber, so to sav, hold the 
bag and ke satisfied with a 5 per cent to 10 per cent 
gross profit 

I will illustrate this by a recent happening. We were 
asked to quote prices on certain articles coverl t 
period of six months. We immediately communicated 


with the manufacturer and were told they would pro 
tect us for that period. Our salesman found that this 
industr concern had prices direct from another manu- 
facturer and was told they preferred the goods from the 
manutacturer We represented, but that we | 1 meet 
a price which was within about 4 per cent of our cost 
We again took this matter up with the manufacturer’s 





would like to have the 





business but so far as they were con erned they could 
not cut their price. There vou are. The manu urel 
had no objection to jobber meeting competitive price di- 
CC rom another manufacturer so long as it did not 
hurt his own pocket book. Of course, we refused the 
orde) 

Then again we have manutacturers of cCorta nes, 
for instance, of drills and wrenches and doze ther 
lirne wl have a warehouse in connection with local 
} ness, and they will sell direct to large users at a 
price within 5 per cent ot a jobber’s cost. In such cases, 
does not the jobber come in direct competit with 


manufacturer, from whom the jobber buys, at which we 


might call a cut price, so far as the jobber’s differential 


} 1 


prices accordingly when he 


ame users 


1 + +] > ‘ ] 4 . ¢ ] 
I jus recently inadvertently saw and re 


from the ce-president of a company to his strict 





erned, and does not the jobber have to regulate 


1 = + . + +} 
makes quotatle nose 


salesmen and it made me smile. In it he cautions the 
district salesmen, stating that price cutting is an evil 
thing. He stated it cost the jobber 18 per cent to 35 
per cent to do business, and when they sell on a 10 per 
cent margin, there is not much left for profit. He also 
asks the salesmen to educate the jobber to maintain 
prices. 

This same vice-president represents a company mak- 
ing an article which comes in competition with the 
manufacturers selling direct to user, and he knows that 
the most a jobber can get on that particular article is a 
5 per cent to 10 per cent gross profit; yet, he asks his 
district salesmen to educate the jobber to 
prices. 


maintain 


So far as a jobber is concerned, he cannot stand pat 
on prices as you well know that large industrial con- 
cerns, public utilities, railroads, etc., do not pay the same 
prices as smaller concerns do, which do not have the 
same purchasing power. Yet the manufacturers’ prices 
to the jobber, whether it is $75,000 per year or $1,000, 
stand pat. 

I will now turn to the inconsistent compensation given 
a jobber. 

So far as a compensation of a jobber is concerned, | 
just recently was shown a Sunday comic of “Mr. and 
Mrs.,” by Briggs, which is a good illustration of jobbers’ 
compensation. 

In it are illustrated various gloomy arguments of “Mr. 
and Mrs.” until finally “Mrs.” says, “Well, there is one 
thing more that makes me depressed.” ‘My.’ says, “Let 
us have it. You can’t make me mad.” “Well, 
bank account is overdrawn,” 
he thundered, ‘overdrawn your account. 
are you doing with all the money I give 
forth far into the night. Finally, ““Mrs.” 
you are just like the rest. You don’t 
that the cost of living has gone up. 


1 
allowance 


dear, my 
answers “Mrs.” “What,” 
What on earth 
you?” and so 
answers, “Oh, 
seem to realize 
You put me on an 
more than ten vears ago and expect me to fit 
it to the present cost.” 

That is the condition the jobber is in 


] day. Same al- 
differential as 


leyvars . 1 ie 
lowance 01 he had ten to fifteen vears 


ago, and no consideration given him for increased wages 


and expenses. 
When a 


more profit, 


jobber approaches a manufacturer for a littl 


he is told that if a larger differ 
given the jobber would only cut his prices and get n 


benefit from it. You are aware of the fact that a jol 


ber must under certain conditions, cut prices, and in fact 
manufacturers in many cases to meet competitive prices 
force the jol ber te cut his prices. 
cg manntactnirer hoy 4 ie aan eo 43 Retuek 
ne Manulacturer, nowever, 18 not aware I MMe 1a 
that about 70 per cent of our business is sold at regu- 


lar prices, and if the manufacturer would raise differ- 
ential even those to whom lower prices prevail would 
naturally pay a higher price. 

They also have a talse argument that today a jobber 
is getting 40c¢ instead of 20¢ on each article sol 
pared with 1915, as the commodity price has been raised 
from $1 prewar to $2 today. 

Permit me to show you by 
a jobber is today compared with 
have taken 1916 instead of 


1913 is that my records go 
back 1916 and i 


only te from 


trustworthy informatio 


given me there was only a very small change in condi- 
tion of 1916 as compared with 1913. 

The jobber in a way is not far removed from. the 
status of a manufacturer. The jobbers’ machinery is 
the stock or inventory on hand, and his product or out- 
put are orders. The jobber must have buildings and 
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SELL ’EM FULLY EQUIPPED AND BE SAFE | 
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= — “4 Hisey Grinders ate safe. ' ! 
~ lof They comply with all ' l 
Safety Codes, and afford 
maximum safety to oper- F 
ators, yet are not bulky to : , 
hamper the free move- F , 
ment of the operator, re- r 
taining at all times their } t 
“production tool” {fea- q 
ture. ' 
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FOR ALL YOUR INQUIRIES B | 
t If you’re a Hisey dealer, you need think of no one else to fill your Electric Tool _ 
. . orders. The Hisey line is complete in every sense of the word. Glance through 
ell Silene Canbinsion the new Hisey Catalog and just note the multitude of different type machines : 
‘Wheel anaie and especially the number of sizes that each type is made in. Then let us ex- ; 
»wn above are saline with plain our liberal Sales Proposition. By Invitation Member i ' 
ndard open-type guards hey = are F ' 
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equipment for his product same as a manufacturer so 
from investment standpoint the jobber and manufacturer 
are on par. 

In 1925, the commodity prices were approximately 
$1.62 against $1 in 1916. In 1925, the wages were ap- 
proximately $2.10 against $1 in 1916. 

The jobbing house, I believe, as a rule has approxi- 
mately 50 per cent expenses in salaries and wages and 
the other 50 per cent in general expenses, such as rent, 
insurance, packing charges, and material in general, and 
taking the average of $2.10 and $1.62, we find the aver- 
age expenses of a jobber today is 186 against 100 in 
1916. 

Taking the amount of orders which we execute and 
which is our manufacturing product, and divide them 
into the total expenses of 1916, we find that each order 
costs us $3.44 for execution. 

Taking the orders which we had in 1925 and divide 
them into the expenses which we had in 1925, we find 

h order cost us $3.50, or 6¢ more than in 1916, 
or 1°, per cent more. 


tnat eac 


Having a commodity of 162 and wages at 210 with 
an average of 186 in 1925 as against 100 in 1916, it 
must be admitted that we have increased our efficiency 
to a high degree, as, if 186 was taken into consideration, 
the orders today would cost us about $6.43; whereas our 
efficiency has so increased that each order in 1925 only 
cost us $3.50. 

As stated, our manufacturing product is orders, and 
I wish to say I do not believe there is any one of the 
manufacturers, whose lines we handle, who has been 
able to keep down his expenses so that the cost of his 
manufactured product is only 1°, per cent more than it 
was in 1916. 





Now, let us go a little further; the manufacturers 
state that today the jobber is receiving $2 for each 
article sold, where he only received $1 in 1916, and con- 
sequently today’s orders should have an average value 
twice that of orders in 1916. By taking the amount of 
orders which we had in 1916 and dividing them into the 
net sales of that year, we find that each order averages 
so according to increased commodity prices, our 
orders in 1925 should average $48 each. 

Now let us see what facts are. Taking the amount of 
orders tor 1925 and dividing them into the net sale for 
1925 we find that each order averages only $20. Instead 
of an average of $48 based on 1916 figures, plus increased 
commodity prices, we have only $20, or 16 per cent less 
than actual value of each order in 1916. 

The reason for this condition is well known; namely, 
that nearly everybody is still buying from hand _ to 
mouth as material is actually needed; same as was done 
during depression in 1921 and 1922. 

Knowing now what each order cost us in 1916, as well 
as 1925, let us see what the net profit is for each of these 
vears using the average of 20 per cent differential or 
allowance. Each order in 1916 averaged $24, and 20 per 
cent differential gives us a gross profit of $4.80, from 
which subtract $3.44, the 1916 cost of each order, and 
our net profit is $1.86 on each order. 

To check these figures, will Say our overhead expense 
in 1916 was 14.35 per cent, which subtracted from the 
20 per cent differential, gives us a net profit of 5.65 per 
cent, and you will find that net profit on each order of 
$1.36 is exactly 5.65 per cent of $24, the average value of 
each order in 1916. 

Each order in 1925 averaged $20, and this same 20 
per cent differential then gives us a gross profit of $4 


moO = 


from which subtract $3.50, the cost of each order in 1925, 
and we have a net profit of 50c on each order. 

As a check to these figures, will say our overhead 
expense in 1925 was 17% per cent which subtracted 
from this old established 20 per cent differential gives us 
a net profit of 242 per cent and 50c net profit on each 
order is exactly 242 per cent of $20.00 or value of each 
order in 1925. 

If we take the 5.65 per cent as the basis of net profit 
that the jobber should make, we will find by turning over 
his stock four times a year with an average value of 
stock of $750,000, that the jobber would make a profit 
of $169,000. This $169,000 as compared with his in- 
vestment is approximately 12 per cent. 

Now let us see what happens to the jobber in 1925 
with a 2'% per cent net profit. Taking the same amount 
of stock on hand as $750,000, turning same over four 
times, he made approximately $75,000 as a net profit. 
This $75,000 represents 5 per cent or less on the jobber’s 
invested capital. 

If a jobber can only make 5 per cent on his invested 
capital, is it not time for him to retire from that busi- 
ness and invest his money in securities on which he will 
receive 6 per cent or 7 per cent, and where he does not 
have to worry as to whether or not he is going down in 
red figures at the end of the vear? 

These are facts, that no one can dispute. That a job- 
ber has only 2! per cent margin of net profit on a 20 
per cent gross profit is not due to any mismanagement 
on the part of the jobber. On the contrary, when the 
cost of jobbers’ products, namely, orders, has only in- 
creased 1°; per cent from prewar, you must admit that 
his business is run economically and efficiently. No one 
can say the jobber would have made more money if he 
had not, what I call legitimately, cut his prices to larger 
consumers. Nor can anyone now say that the jobber is 
making money because today he received 40c profit on an 
article sold that he prewar only had 20c¢ profit on. 

Is not the fundamental principle wrong when the job- 
er today with a payroll of 210 and commodity prices at 
162 is asked to stay hitched at the post of a 20 per cent 
differential, established at a time when payroll and com- 
modity prices were 100? 


{In conclusion, will say it is my belief that manufac- 
turers, whose products are sold through jobbers, should 
co-operate with them by determining what jobber is en- 
titled to an extreme differential and this differential 
should not be less than 25 per cent. 


tor 


Won Advertising Awards 

Several manufacturers who are identified closely with 
the mill supply field were among the prize winners at the 
exhibit staged in connection with the recent Philadelphia 
convention of the National Industrial Advertisers’ Asso- 
ciation. The Link-Belt Company, Chicago, won the 
sterling silver cup offered for the best exhibit of indus- 
trial advertising. Graton & Knight Company, Worcester, 
was awarded first prize for the best exhibit of sales 
campaign materials, including direct mail literature, leaf- 
lets, booklets and folders. Jenkins Bros., New York, won 
the first prize for the advertisement making the best 
use of colors. 


~<o> 


Moves New York Office 
The Bridgeport Brass Co., Bridgeport, Conn., moves 
its New York offices August Ist into the new Farmers’ 
Loan & Trust Company building, 475 Fifth avenue. 
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TIME AND EFFICIENCY 


are two of the big factors which govern the developments of industry. We 
have designed the Newway Ladle to aid in the reduction of time and metal 
waste; but most important of all to pour Cleaner Metal which naturally 
results ina better product. 


The Newway is a bottom pour Ladle, which eliminates skimming and gives 
you aclean pour. It cuts your percentage of waste and increases production. 
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Write for the new 
Bulletin and Price List 


Made Only By Se NEW 
ROWELL MFG. CO. pc 
APPLETON, WISCONSIN INLET POURING 
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Swartwout Bucket rm 

Type Steam Trap Ke | eam ecla 1e & Swartwout Cast Iron 
Intermittent action— Exhaust Head 


> > 95 . ° . 
pressures to 250 Ibs. Built to last a lifetime 





Swartwout Swartwout 
Return, Low Pres- 
Liftingand sure Float 
Vacuum Trap 
Trap m Large capa- 
Positive act- city—self 
ing—reliable cleaning 
service valve 





7. you sell your cus 
tomers Swartwout Steam 
Specialties, you make friends 
and you make money. New 
prices vive the distributor a 
wonderful margin of — profit. 
Write today for discounts. 


Swartwout Engineers will gladly 
help you solve installation problems 





Swartwout Steam 
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‘ ff Separator — THE SWARTWOUT COMPANY age econ 
Swartwout Steam Receiver Type . ° Air Separator 
: ; Cleveland, Ohio arte , is 
Separator —It’s the whirl Wrought steel plate v ae Swartwout Cast Trou 
that does the trick. Either throughout — cast General Offices: 18523 Euclid Avenue moisture—guaran- Strainer 
cast iron or cast steel steel nozzles Factories: Cleveland, Ohio—Orrville, Ohio. tees dry air Baffled to save the cage 
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Silver Anniversary of the Laib Co., Louisville 


Was One of the First Mill, Plumbing and Heating Supply Houses to 
Erect a Single-Story Type of Building with Inside Switching Tracks 


Laib Co., Louisville, Ky., jobber of plumbing, heating 
and mill supplies, is celebrating its silver business anni- 
versary, the business having been established in 1901. 
In this quarter of a century, the company has grown from 
a small local mill supply house to an organization whose 
territory includes portions of 18 states. When the com- 
pany was first organized, it began business in a small 
three-story brick building located on Fifth street between 
Main and Market streets. In less than a year larger 
quarters were necessary, and in 1902 the company moved 
to 427 West Main street, occuping a five-story building. 
As the business expanded, additional facilities were 
added. Then in December, 1913, a disastrous fire prac- 
tically destroyed the plant. In the late spring of 1914, 
the company erected a large building at Eighteenth and 
Magnolia streets and still later an additional building 
was erected, so that today the company has one of the 
most complete plants of its kind in the country. 

The Laib Co. was one of the first jobbers of mill, plumb- 
ing and heating supplies to erect a one-story building, 
and today after 12 years’ experience with this type of 
supply house, the executives of the company assert that 
it has proved a very successful means of rendering 
service and maintaining a high degree of efficiency. 

The first of the company’s two large main warehouses 
measures 545 by 75 feet. In one corner is the general 
office. Nearly all of the remaining space is devoted to 
bins, shelving and racks for storage of supplies. From 
one end of this building to the other runs an industrial 
railway, with double tracks, switching facilities and con- 
venient connections with freight cars, which may be 
switched inside the newer building. There are probably 
10,000 or more stock bins in this building, each one 





Laib Company's Headquarters, Louisville 


being clearly labeled. The bins are arranged in groups, 
and each group is in charge of a man who is responsible 
for everything that comes in or goes out of his section. 

The second building is 600 feet long and 100 feet wide, 
with a high ceiling and excellent lighting facilities. It 
is used largely for receiving and shipping, and a pipe 
shop and warehouse. Within this structure is a switch 
track with a capacity of 15 freight cars. The equipment 
includes a large traveling crane with magnet attachment, 
which makes handling of large quantities of pipe a very 
simple problem. 

The stock bins are in a very concentrated and easily 
accessible arrangement so that a maximum quantity of 
goods may be stocked in a limited space. The order de- 
partment is located close to the main office and is con- 
centrated in one group. All orders distributed to the 
various parts of the warehouses for attention are auto- 


iin 
th 


matically returned to the order department, where they 
are rechecked, after which they continue through their 
regular channels to the shipping department. To reduce 
the time consumed in filling an order, a series of time 
clocks is installed in all departments. 

One of the features which the Laib Co. utilizes in con- 
nection with its service to customers is the operation 


\ 





Inside View of Laib Warehouse 

of several “Special Delivery” trucks. These are plainly 
marked with large signs on their sides so that those cus- 
tomers who may see them in action may recognize that 
this is extraordinary service. 

The company now has a capital of $900,000, and a sales 
organization of 25 salesmen. 
are: President, George H. 
treasurer, Phil F. Laib. 


The officers of the company 
Laib; vice-president and 


tor 


Crane Co.'s Stock Dividend 

The directors of Crane Company, Chicago, on July 20 
declared a 10 per cent stock dividend on the company’s 
common stock, payable October 15 to stockholders of 
record September 15. In addition, the directors declared 
the regular quarterly dividends of 37'2 per cent on the 
company’s $25 par value common stock and 1°, per cent 
on the preferred. At the end of 1925 the company had 
$48,663,000 of common stock outstanding and its surplus 
was $20,636,255. 


or 


Bolt and Nut Committee 

President B. H. Ackles of the National Supply and 
Machinery Distributors’ Association has recently ap- 
pointed a committee to confer with the Bolt, Nut and 
Rivet Manufacturers’ Association on matters of mutual 
interest. The members of the committee are Herbert 
W. Strong, treasurer of Strong, Carlisle & Hammond 
(o., Cleveland; William L. Rodgers, president of the 
Pittsburgh Gage & Supply Company, Pittsburgh; and 
W. A. Somers, president of Somers, Fitler & Todd Co., 
Pittsburgh. 
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Too much care cannot be taken in the selection of 
hydraulic fittings. You do not want to take down a line 
of piping to replace defective fittings when this necessi- 
tates a full or partial shutdown of your plant. Watson- 
Stillman fittings are tested far beyond their rated strength 
and insure you against this loss and annoyance. We 
build everything necessary to the installation of hydraulic 
systems from pipe to press. Our experience of nearly 
70 years is at your disposal. 











Write for catalogs. 





Philadelphia: Widener Bldg. 








108 Washington St., New York 
Detroit: 7752 Du Boise St. 
Cleveland: Auditorium Garage Bldg. 








CHICAGO: McCormick Bldg. 

















“Cleveland Type” “Smith Type” “Industrial Type” 
Collar Oiling Hill Friction Spur Gear Speed 
Bearings Clutches Transformers 


There’s a reason why you should sell 


“Hill Clutch” Mill Equipment 


featuring 


“Smith Type” Hill Friction Clutches 
“Cleveland Type” Oil Film Bearings 
“Industrial Type”’ Spur Gear Speed 
Transformers 
““Steelarm”’ Automatic Belt Tizhteners 
Flexible Couplings 
Your customers’ wants mean more to us than “‘so 
much material’. A careful study is made by Engi 
neering Experts skilled in Power Transmission prob 


lems. You receive the accumulated experience of 
“half a century” serving every kind of industry 


The Hill Clutch Machine & Foundry Co. 


Power Transmission Engineers 


General Office and Plant, Cleveland, O. 











Why Not Sell the Best? 


Your 
Customers 





Large users of vises are buying DROPFOS. The 
more they know about the value of drop-forged 
materials the quicker they swing to DROPFO-- 
the drop-forged vise. 

Another feature that appeals to vise users is the 
Wedgelock swivel base. Setting the jaws on the 
job with the main handle automatically locks the 
swivel base. Or it can be locked separately if a 
stationary vise is desired. 


These advantages are selling DROPFO vises from 
one end of the country to the other. 


Jobbers are invited to send for prices and terms 


THE FULTON DROP FORGE COMPANY 
Canal Fulton, Ohio 
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Practical Uses of a Census of Distribution 


Expansion of Power Sources in the United States Will Result in an 


Increased Productivity and Larger Demands on Distributive Facilities 


E. M. WEST 
Economist, New York City 


What is a 
tribution is 
the census of 


distribution? A 
collection 
manufactures, 
as the census of 


census of census of dis- 


such a and collation of facts as 
as the census of agriculture, 
mines and mining, organized to 
fundamental conditions of distribution. To pres: 
picture of production in the various census referred to, 


without the inseparable distribution ot 


reveal 


nt the 


this production, 


is to present but half the picture. There should be a 
census of distribution which would show what becomes 
of the products produced, the channels through which 
they flow, the rate of flow, and stocks in suspense, a 


their irregularities 


business are due largely to miscal ulations 


varlous stages of movements. The 
which occur in 
of the stocks available, causing over, or under-production, 


An as- 


Irregu- 


and giving impetus to unsettling speculation. 


semblage of essential facts would reduce these 
larities. 

What are the c 
ey les. We see a 


Progress is measured in 


condition in 1914; we con- 


epochs or 


trast it with present day conditions. What do we find? 
We find productive capacity tremendously increased. 
Horse power emploved in manufacture in 1914 was 
22,500,000; in 1923 it was 33,000,000; certainly today it 
is greater. The value of manufactures in 1914 was 


$24,000,000,000; in 1925, it was over $60,000,000, 000 ; 
today it is We lack quantitative figures, so 
{ 


that an exact comparison of 


greater. 


quantities 





But we have comparative scales of prices. 


Care ay ( nee simce 1013 , 580 j 
levels; or 78; in retail price levels. Applied to the 
present value of manufactures, this indicates that tl 
quantities produced are approximately double the quan- 
tities produced in 1913. What has become of these goods * 
The country is growing. Today it has approximatt 
116,000,000 people: it had in 1913—96,512,407. — The 
country has prospered. Incomes have increased at least 


Some say more. There has been a wider distribu- 


tion of incomes; so consumptive capacity has expa 


to new levels. The prosperity has not been co1 

sections; consumptive capacity has expanded all over 
Has the machinery of 
with mand made 
production and consumption? Is its capacity capable of 
which 


distribution kept pac 


country. 
the 


upon it DV Incre 


increase d ce 


absorbing further increases may be expec 


the next decade? 


There is wide discussion of contemplated expansion of 
power sources. The extent of this addition to p 1¢ 
tive capacity in the next decade has not been predicted 
precisely. Estimates have been conservative. Realiza 


tion probably will exceed these estimates. Attending this 
marked 


utilization. 


increased power is improvement in power ap- 


plication and in Utilization studies 


beginning 


power 


in the most progressive factories. 


are just 


In one conspicuously efficient unit, it was recently dis- 
covered that its machine equipment was only utilized 
2967 of its total operating time exp F tl 


utilization factor may multiply the productivity of 


power 


as much as 50¢7, possibly within 10 years’ time. This 
is aside from the extension of power sources. 

Experience indicates that the application of power in- 
tremendously the productivity of labor. It is 
reasonable to expect that increased productivity will be 
increases in the amount of wages paid. The 
principle that labor shall participate in the fruits of in- 
creased production is becoming firmly established. So 
; ‘ 


Vv may be 


creases 


attended by 


income reasonal 


With 


increased production, there 


increases of expected to be 
purchasing power, with 
will be expanded trade and 
larger demands on distributive facilities 
it. ts prepared 
panded productivity that 


failure of any function 
} 
| 





} } 


wide-spread, increased 


to take care of 
for this expansion? 


Ex- 
cannot be absorbed because of 


distribution 


means congestion and price up- 


¥Y pe 


heavals. These can on minimized and regulated by 
thoughtful planning and organization. 

How 
distribu- 


measured without defining what it is, 


has this to do with a distribution census? 
prospective, of the 


capacity, present or 
; 


tion machinery be 





\ does, what it is expected to do with some measure 
exactness” <A distribution census will afford means 
f defining the anatomy of the distribution structure; it 


this must 
iencies and cir- 


Corrective measures must be based 


will permit study of its circulation system; 


precede any diagnosis of structural defic 
veaknesses. 
diagnoses. 


War 


Stocks 


Turn back to the war period and its aftermath. 
productive tremendously. 


War demands 


multiplied facilities 


expanded, wages increased, prices soared. 








stopped, but con d buying was anticipated. But 
suddenly buyers ed at excessive prices: liquidation 
fa mulated stocks was precipitated. Appalling losses 
were entailed These losses were inflicted on all lines 
of business, on all functionaries engaged in business. 
Deflation hit eve rvone. Reorganization began; readjust- 


the 
and realign- 

Scars have not yet disappeared. 
readjustment was hand-to-mouth 
demand. This 
prevalent prac- 
multiple warehouses, 


made, but 


ments proceeded; new alignments were 
forces of reorganization and readjustmen 
as 


ment are still operating. 


results of 


One of the 
buying, barely keeping pace with current 






imposed radical changes, transformi 
: aller buys less. The 
nl rooms and display shelves are 
His | 
jobbers’ warehouses are no longer bulg- 
are buying in small Their 
reserves the manufacturer must care But, the 
protests. He cannot regulate his produc- 

ion and adjust it to uncertain demand. He cannot an- 
material. 
goods without assured outlets 
He looks for relief. 
. Some turn to chain 

Some try other means. There is talk of supplanting and 
with various intermediary services. All of 
groping and uncertain. The 
stores and buying chains, impelled by 
timulated by certain 


one of the outstanding develop- 


tices. The ret 


reserve stocks the jobber 


nt 


quantities. 


for. 


ticipate his requirements for He cannot manu- 


acture a steady flow of t 


o relieve his stock rooms. Some 


stores. 


dispensing 
these efforts have been 
growth of chan 
war deflation and 


effect. 


economies the 


has been 
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VOGEL Patented Frost-Proof Closets 


give satisfactory service, day in and day out, winter and summer 





The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 
factory. 





VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 

bowl and the rod with operating parts may be 
ise removed in an instant. 


| ‘ea The VOGEL is the simplest and most durable frost- 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


JOS. A. VOGEL COMPANY 


2 Wilmington, Delaware 























RELIABLE 
—All the Time 
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: CRESCENT WOOD WORKING 
Automatic Injectors MACHINES 


eel ee ee are efficient, practical,simple in adjustments 





al, the 


rld and in selecting Crescent your customers 
eal i il will get equipment that is designed for en- 
durance and so rigidly constructed as to 





; Penberthy assure them of long continued service. 
ei | Injector Check over your list of Crescent printed 
—(p Company matter and be prepared to quote on the 
ae " rete ie he Crescent line at every opportunity. 
1262 Holden Ave. 
Detroit, Mich. THE CRESCENT MACHINE CO. 


Canadian Plant, Windsor, Ont. 96 Columbia Street si Leetonia, Ohio 
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ments of recent years. No one knows how far they have 
expanded; none would dare predict how far they will 
extend. 

Coincidently, jobbers have been readjusting their 
operations, concentrating efforts, reducing lines, seeking 
closer correlation between stocks and demand, simplify- 
ing services. Some instances may be interesting enough 
to warrant citation. 

One jobber has cut his lines one-third, his territory one- 
quarter, his accounts one-half. He has concentrated his 
buying, concluding that he could require from the sources 
of his supplies services which are essential to him only 
if the volume that he bought justified and supported such 
necessary sery ices. 


tomers. 


He presented this concept to his cus- 
They could require services of him only when 
they bought sufficient to warrant these services. Their 
purchases should be in quantities and at intervals that 
permitted economical handling. He shared his savings 
with them and saw his volume increase, in the face of 
general decreases among competitors, until it practically 
equalled his 1920 peak volume. 

Another jobber ascertained which lines paid him a 
profit and which he handled below cost. He displayed 
his figures to his retailers. He showed them that the 
items that returned him a profit were handled by them 
a profit; that the items that he handled below cost, 
they sold at a loss. 


+ 


at 
So he induced them to concentrate 
their buying on profitable lines and to reduce their stocks 
of unprofitable lines. They benefited mutually. 

Another jobber attacked his credit situation. When 
goods left his shipping floor title passed to consignee. 
From that moment until a check was actually deposited 
in his bank in payment, more than 60 days generally 
elapsed. “If I am giving 60 days credits to a number 
of merchants, I can distribute these credits to better 
advantage.” He called on his best accounts. He proposed 
to them that he stock their shelves with a complete array 
of the goods which they required. He would retain title 
to the goods and they should pay only for the goods when 
sold. In effect, he transferred the stocks he forme rly car- 
ried in his warehouse to the multiple warehouses provided 
by the dealers’ storerooms and shelves, maintaining in his 
warehouse only the necessary reserve stock. He trans- 
formed his salesmen and developed a new function for 
them. They visited the dealers, took inventories of their 
stocks. On these inventories, bills were submitted 
immediately paid. 


and 
Precise information was obtained as 
to the rate of flow of every item carried. Meantime, the 
salesmen took note of any instance where an exceptional 
sale for any item developed. The salesman inquired what 
method of presentation and promotion produced t 


iS eX- 
ceptional sale. Then as he made his rounds, each sales- 
man informed his merchants how they might develop an 
equivalent sale. Through precise stock control, through 
multiplied promotional methods which had proved suc- 
cessful, this man was able to control his buying and con- 
fine it to items that move rapidly and so obtain maximum 
turn-over on his investment. The result: greatly in- 
creased profits, elimination of credit and collection diffi- 
culties, minimum selling effort and expense, minimum 
handling, delivery and storage charges, stable and satis- 
factory trade relations—in short, a transformed business, 
operating smoothly and successfully. 

The means employed by each of these three jobbers 
differed in method, but were identical in principle. While 
maintaining separate ownership, each jobber co-ordinated 
the distributive functions he and his retailers performed, 
so that they were actuated by the same animations; to 
eliminate wasteful and unnecessary effort, to confine sell 
ing and promotional expenditures to rapidly turning and 
profitable lines, and to reduce to a minimum investments 


in inactive stocks, so releasing the bulk of their money 
for working capital, and making this capital work to its 
maximum. In no essential does this differ from the 
successful methods employed notably by certain progres- 
sive department stores at the present time. 

Let me cite one conspicuous example: A chain of de- 
partment stores became involved financially, reorganiza- 
tion was demanded urgently, dividends had been sus- 
pended for a period of years, and were in default even 
on preferred issues. The reorganization introduced pre- 
cise stock control methods. Movements of stocks were 
examined. How rapidly each item moved was determined 
accurately. All items were identified with four classifi- 
cations; fast sellers, 
non-sellers. 


average sellers, slow sellers and 
All goods that did not turn at an indicated 
rate were eliminated. The rate differed in each depart- 
ment, but was definitely fixed for each department. Items 
that did not attain that rate were excluded rigorously. 
The movement of slow sellers was systematically and 
frequently examined, seeking items that might be elim- 
inated and restricting others to narrowly limited quan- 
tities. So stock investments were confined largely to 
fast and average sellers. Capital began to turn over at 
a rate that multiplied margins of profit astonishingly. 
In a surprisingly short time the stores began to earn 
profits that permitted back dividends to be paid up and 
an unprecedented new dividend rate established. 

To this end, an alert manufacturer recently examined 
his distribution in a number of cities and charted his 
findings. In each city he found that over 960% of his 
sales were made to half of his accounts and less than 4% 
to the other half. The results varied only fractionally 
in different cities. The manufacturer sold direct to re- 
tailers. The results interested others. Investigations 
ensued. A distributor, handling nine lines for nine 
manufacturers, sold each of the nine lines in practically 
the same ratio—95° to half of his accounts and 57 to 
the other half. 
fractional. 


The differences between the lines were 
The composite of these nine lines changed 
the percentages somewhat, but of the composite sales, 
89°? were to half of the accounts and 117 to the other 
half. This record repeated itself with slight variations 
in a number of cities. 
sales followed. 


Further investigation of jobbers’ 


Taking 10 leading lines which sold in 
largest volume and charting the sales, developed prac- 
tically the same distribution for each of the lines. Of 
each line, half of the accounts bought 95¢- of the volume 
and the other half bought the remaining 507. Aggre- 
gated, the percentages dropped, but still half of the ac- 
counts bought 8067 of the volume and the other half 
bought the remaining 2007. It is perfectly obvious that 
the cost of selling, the cost of handling, delivery and 
other accessory expenses were excessive for the half 
which bought the insignificant part of the total volume 


of sales. Further, collection and credit expense was 
almost wholly confined to these smaller accounts. If 
expenses of selling, handling, delivery, credit, collection, 
and other charges, were allocated, all of these smaller 
accounts would show that they returned an actual loss. 
Profits earned in serving the larger outlets were in part 
dissipated by undue extension of 
What clearer evidence of the value « 


distributive effort. 


f concentrated, selec- 
tive distribution could be evinced? 

What has this to do with a census of distribution? 
Can selective distribution be obtained without measure- 
ments of the capacity for consumption and comparison 
if potentials? 


Those employing tl 


e selective methods 
must establish standards and make comparisons to apply 
selection. What is done individually with incomplete in- 
formation can be done better collectively with complete 
information. 
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Why ATLAS is the Most 


Powerful Car Mover Made 
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APPLET TON CAR MOVER CO. 


O. Box Appleton, Wis. 
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ALLEN 


the 30% stronger hollow screw 


, extra strength over broached hollow 


crews— 
only other kind 


made. Cold-drawn by 


a pat- 
of the 
heat-treated 
of point 


density 
the 
accordin 


around socket-hole, 


g to 


and 
size and style 


process makes deep, perfectly formed socket-holes, 


no chips in the bottom. The entire length of the 


n”’ is utilized either for solid metal at the point, or 

of socket for the wrench. All sizes in stock from % 
t ” diameter; any length, point or thread. Also Socket 
Head Cap Screws, Pipe Plugs, Tap Extensions and Socket 
Wrenche Allen process. 


The Allen Mfg. Co. 


143 Sheldon St. Hartford. Conn 


Mitt Supplies 
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New Products 








Eastern Tube and Tool Co., Inc., Brooklyn, N. Y., has 
recently brought out a new size keyless drill chuck with 
range from zero to 5/16-inch. The com- 
pany’s latest new line, which has just 
been placed on the market, is a keyless 
self-tightening drill chuck with a con- 
tinuous grip, all parts of which are hard- 
ened. This new chuck does not depend 
upon the operator to tighten it sufficient- 
ly to hold the drill, but the chuck itself 
takes its grip after the work is started. 
The features claimed for the new hard- 
ened chucks are: all hardened parts, self 
rentering, lighter weight, keyless, hand 
operated, ball bearing, continuous grip and simple con- 
truction, 

Hall-Will, Inc., Erie, Pa., news of the organization of 
which was contained in the May issue of MILL SUPPLIES, 
has placed on the market a new pipe machine, with a 
i ; to two-inch pipe, and 1% to 11-inch bolts. 
It is a portable, electric machine, but can be transformed 





capacity of 


in a few minutes into a stationary one. It is of malle- 
able and steel construction, with built-in truck. The 
rear feet are mounted on smali wheels, while the front 
feet are provided with double swivel casters. <A friction 


a Oe 


t 
Ae 





operated by a lever h 
Silent chain drive, direct f 
is a one-horsepower, 1750 revolutions per 


indle on the 


clutch is 
machine. 
The motor 
minute, reversible, and bolted directly to the main frame. 


from m is used. 


Timken roller bearings are used on all drive shafts. 
Gears are of nickel chrome steel. The machine threads 
right and left hand pipe, cuts off and reams. Its net 


weight is 450 pounds. 


Chain Belt Company, Milwaukee, has placed on the 
market a new chain which the company claims will wear 
better while carrying heavier loads. The company has 
also placed on the market a new oil and well chain, which 
KeVS 


In this chain cotter 


Instead, a new pin- 


is built on a new principle. 
have been eliminated in assembling. 
lock is used. 

Atlas Valve Company, 282 South street, Newark, N. J., 
has placed on the market a new feed water regulator, 
the operation of which is regulated by the level of the 
water in the boiler. The regulator is a hollow casting 
with an inlet, an outlet and a pressure port. It is con- 
nected to the boiler, preferably at the water column, with 
the supply pipe to the inlet at the desired water level. 
The principle on which the regulator is built is as fol- 
Steam containing more or less water as the water 
is delivered to the regulator, 
definite and 


lows: 
level in the boiler changes, 


and produces a pressure that varies in a 


19 


known relation to the amount of water contained in the 
steam entering. This pressure is conveyed to the dia- 
phragm operated control valve, thereby regulating the 
opening of the valve as the boiler demands more or less 
water. 

Foster-Johnson Reamer Co., Elkhart, Ind., which has 
been manufacturing an adjustable hand reamer for the 
automotive service trade, has now placed on the market 
a similar tool for the industrial field. The feature of 
the reamer is an adjusting mechanism said to be en- 





tirely different from any other now on the market. The 
contraction and expansion of the effected 
through the medium of an adjusting nut which is gradu- 
ated to read in thousandths of an inch. In using the 
reamer, blades are inserted into the work half the length 
of the blade or more before expanding. In removing the 
reamer from the work, the blades are contracted and the 
reamer pulled straight out, which is said to make the 
reamers particularly useful for replacing hand scraping 
babbitted undersize holes in 


blades is 


in bronze or bearings or 


machinery. 


The Ohio Injector Company, Wadsworth, Ohio, has 
recently placed on the market a new line of union bonnet 
type valves, with two-piece bonnets. 

The joint between bonnet and body 


is made with the thread outside the 


it. This construction, it is said 


pro‘ects the thread from the action 


of the fluid passing through th 
Vaive, and also facilitates the 


grinding of the valve without re- 
moving it from the line. The 


valves are packed with gland and 


stuffing box, have a ventilated 


non-heating hand wheel, can b 
packed under pressure and have 
full length pipe threads. Incor- 





porated in the valve is a new 
method of locking the diss to the 
spindle when regrinding. The 
disc is made of nickel bronze and the bedy, bonnet and 
union nut are of the same composition used by the 


company in its locomotive injectors and lubricators. 


Manufacturing Cleveland, has 


the larger 


Oster Company, 


mn the market a new pipe threader for 
The 
an extra long lead and sharp 

; 


ea 
tool uses narrow dies which are 


sizes of pipe. 
rake. It is 
so that one 
A massive 


chip shield starts 


ground with 
geared and furnished with a ratchet 
without dif 


3 
handle 


man can cut four-inch pipe iculty. 
| 


leader screw protected DV a patented 
pipe and pulls the 
proper pitch and taper. The leader screw 


1 
from dirt and chips by the 


the dies on the m along, producing the 


is kept free 
patented shield. A simple 
movement of the die head adjusts the dies to cut 


deep or shallow threads, thus making it possible 
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Wood Split Pulleys 





Prompt Shipment Always. from Maysville 
Stock 








The Ohio Valley Pulley Works, Inc. 
Maysville, Ky., U.S.A. 





EBERHARD 


THUMB SCREWS 

TURNBUCKLES 

SCREW CLAMPS 
WING NUTS 





Made from the finest grade 
of Malleable Iron. 


Large stocks of all styles 
and sizes on hand at all times 
for immediate shipment. 


THE EBERHARD MFG. CO. 
CLEVELAND, O. 


























WATER GAUGES 


and 
other quality 


Products 





Air Cocks 
Steam Cocks 
Gauge Cocks 

Ball Cocks 

Air Valves 

Ete. 





Write for Catalog 


The McRae & Roberts Co. 
100-146 South Campbell Avenue 
DETROIT, MICHIGAN 























(ae Worldwide Satisfaction! 


Day in and day out, in thou- 
sands of plants throughout the 
world, Falls Transmission Ma- 
= chinery is rendering efficient, 


\\ lasting, trouble-free service. 

S Thus it maintains the Falls rep 
SS y utation ot superiority in design, 
ey construction and performance. 


Presenting a complete line o/ 
correctly designed, honestly 
built and consistent.y priced 








pk transmission machinery, Falls 

Cop is, indeed, the logical source of 

fac s supply for equipment of this 
= iis kind. 








Prove this to your own satis- 
faction by sending for Hand- 
book 18-D today. 


ADT; _ The Falls Engineering Serv- 
( MM || ice is at your disposal. Feel 
vv ad free to use it whenever the oc- 


casion requires. 








THE FALLS CLUTCH > 
& MACHINERY CO. f 
Kent, Chio 


New York 206-208 Fulton St 
Boston, Mass.: 52-58 Purchase St. 
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to cut oversize and undersize threads as well as standard. 
A lever-operated, self-centering chuck takes the place of 
changing pipe bushings for each size of pipe. The chuck 
is said to insure a straight true thread on all sizes from 
2% to 4-inch pipe, which is the range of the tool. The 
threading of short nipples is possible, as the bore of the 
stock is large enough to accommodate a four-inch cou- 
pling. 





Trade Literature 








Reeves Pulley Company, Columbus, Ind., has recently 
issued a new catalogue, T-66, describing the Reeves 
variable speed transmission. This new catalogue is the 
most comprehensive book of reference ever issued cover- 
ing the company’s speed transmission line. It not only 
describes all standard types of Reeves transmissions, but 
also illustrates and describes various special designs and 


RE Speed Transmission 


Vr 









CATALOG T-66 








has 
vertical 


the 
latter 


which 
the 
transmission, the electrical and mechanical remote con- 


many 
added. 


improvements 
Included in 


company 
are the 


recently 
design 


trols, whereby the speed may be adjusted from any 
distance, the individual motor drive and countershaft 
unit. Other features which are included in this new 
catalogue are descriptions of the Alemite force feed 


system of lubrication which is now standard equipment 
on the line, and improvements in the V-belt, 
particularly with reference to the conveniently applied 
splice block of the interlocking type. 


Reeves 


Champion Blower & Forge Co., Lancaster, Pa., has 
just issued a new catalogue containing 136 pages and 


cover, illustrating and describing the company’s entire 
line. Specifications and price lists are included for most 
of the products shown. 

Master Plier Corporation, 4118 West Lake street, Chi- 
cago, has issued a new circular, describing its line of 
pliers and including price lists and illustrations. 

The Kirk & Blum Manufacturing Co., Cincinnati, has 
issued a new book, containing 50 pages and cover, illus- 
trating and describing the company’s blower systems. 

Thomas Kelly & Bros., Chicago, has issued a new 36- 
page catalogue, covering its complete line of flush valves, 
automatic seat action compression and water closets. The 
entire line is well illustrated in the new book. 

Century Brass Works, Inc., Belleville, Ill., has issued 
a new catalogue, M, superseding all previous catalogues 
of the company, as well as supplements and folders. Dis- 
tributors are asked to destroy all old literature relative 


od 
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to the company’s line. The new catalogue contains 32 
pages and cover, and includes in its listings the com- 
pany’s entire line of sanitary drinking fountains, ice- 
cooled fountains and specialties. Many new fountains 
and a complete revision of prices are included, the new 
prices having become effective May 15, 1926. 

Foote Bros. Gear & Machine Company, Chicago, has 
issued a 626 page catalogue covering its entire line of 
gears and speed reducers. It contains complete tables, 
tormulas and other data, in addition to list prices and 
illustrations. 


E. C. Atkins & Company, Indianapolis, has started 
publication of a house organ under the title, “The Saw 
Kerf.” The first number appeared in July. It is the 
intention of the company to issue the paper four times 
each year. The first number contains 20 pages and cover. 

The Ohio Brass Company, Mansfield, Ohio, has just 
published the annual “Baby Issue” of its house organ. 
In this issue are featured 101% pages of pictures of 
babies whose fathers or mothers are employes of the 
company. There are 106 individual pictures, with a cap- 
tion, “Watch Us Grow,” over each group. It is an 
unusually interesting treatment of a company magazine. 

Morse Twist Drill & Machine Co., New Bedford, Mass., 
has issued a pamphlet illustrating and describing its new 
spiral fluted expansion reamer, which the company says 
is an improvement on its straight fluted type of reamer. 
The spiral flutes are said to make an easy free cutting 
tool, and if there is a longitudinal slot, keyway or cham- 
ber in the hole, the reamer does not catch or chatter. It 
is said to be especially adapted for reaming piston pin 
holes. The pamphlet contains price lists and dimensions. 


(Cbituarp ») 

William W. Sanderson, general sales manager of the 
Carborundum Co., Niaraga Falls, died early in June at 
Stratford, Ont. He was 46 years old, and had been with 
the Carborundum company since 1901. Before being ap- 
pointed general sales manager of the company, he had 
served as district sales manager at Pittsburgh for nine 
vears. 








J. Frank Stark 

J. Frank Stark, secretary and treasurer of the Cum- 
berland Steel Co., Cumberland, Md., died suddenly at 
his home in that city on Saturday, July 3, from heart 
disease. He had been in the Cumberland Steel company 
organization the business was founded in 1896, 
having worked his way up from the position of stenog- 
rapher. Previous to joining the company he had worked 
in the office of the Merwin McKaig Foundry & Machine 
Works, Cumberland. 


since 


George A. Bauer 

George A. Bauer, vice-president of the W. E. Shipley 
Machinery Co., Philadelphia, dealer in machine tools, 
with which organization he has been associated for the 
past quarter of a century, died recently at his home in 
Philadelphia. He started in the machine tool sales 
field as a boy when he entered the E. A. Kinsey Com- 
pany’s employ, where he remained for several years. He 
Was widely known and respected in the machine tool 
industry. He was born in Hamburg, N. Y., 55 years 
ago. His son, G. Frederick Bauer, is associated with the 
Shipley company. 
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lad to see you, 


Mr. Johnson” 


Mr. Johnson is welcome because he is not merely another handshaker. He 
has always real news and definite ideas to contribute, and he brings to a 
conversation a fair-minded attitude and a keen intelligence. 


He “gets about” a lot, and has a first-hand knowledge of the trade, of its 
latest developments, and of the goods you sell. He seems to be able to see 
things from your side of the fence. 


Many men who welcome such a caller are neglecting interviews of even 
greater helpfulness—interviews with many Johnsons instead of one. Can 
you afford to miss “‘regular appointments” with the A. B. P. paper or 
papers that cover your trade? 


Set aside—now—a definite time to go through your business paper care- 
fully. You will find that it pays to set a time to go through every issue. 


The membership of a publication in the Associated Business Papers, Inc., 
means that it conforms to the highest standards of editorial and advertis- 
ing practice. 


The editorial matter, written by experienced men who know the trade and 
who have “‘an ear to the ground”’, is measured by the standard: “‘Is it real 
news?” The paper is pledged, as all A.B.P. members are, to consider first 


the interests of the subscriber. 


Readers can depend upon the character of advertising in an A.B.P. publi- 
cation—upon the good faith and cooperation of the advertisers. Adver- 
tisers have found that it pays to make every honest effort to sell more goods 
by helping you to sell more. 


THE ASSOCIATED BUSINESS PAPERS, Inc. 
Executive Offices: 220 West 42nd St., New York, N.Y. 





fields of trade and industry. 










An association of none but qualified publications reaching 54 


— 






































Mitt Suppuies is a member of The A. B. P. 


one | AE RENEE SLAIN ASIAN PAROS 








When writing to Advertisers please mention MiLt_ Supp ties. 

















\ueust, 1926 
STEELE’S REPORT ON GOLF 


Company Qualifies as a Re- 
Recent Tournament 


Chicago Manager of Page Belting 
porter of Note Following 
Charles Steele, Chicago district sales manager of the 
Page Belting Company, has contributed the following de- 
scriptive report of a recent golf match held by the Leath- 
er Belting Club of Chicago: 

“The contestants, all realizing the importance of the 
results, endeavored to play their best shots on every hole. 
and of scores indicates their abilities to 
play consistent golf. 

“The day was ideal, 92 in the shade and no shade. 
Both Watson and Rawlings, evidently believing there 
two many trees on the course and desiring more shade, 
proceeded to knock some down, but the ball just bounced 
back, up and out, causing a few extra strokes and huge 
beads of perspiration, but it changeth not the final result. 

“It has been mutually agreed to play off this tie be- 
tween Watson and Rawlings prior to the next tournament 


the closeness 


date. The awarding of the prizes was surely a surprise. 
Jack Donovan, of Graton & Knight, had second 
seore, but was left in the cold when it came 
out the prizes. 


low net 
to handing 
However, Jack knows there was nothing 


intentional—but just watch him next time.” 


<+oPr 
BOSTON COMPANIES MERGE 
EP. Sanderson Company Has Acquired Cutter & Wood Supply 
Company, Old Mill Supply House 
I. P. Sanderson Company, Cambridge, Mass., jobber 
of heavy hardware iron and_ steel, has acquired the 


Cutter & Wood Supply Company, Boston, 
machinists’, foundry, 
and garage equipment and supplies, and will consolidate 
the latter company with its own organization. The en- 
tire personnel of the Cutter & Wood organization has 
part of the company, but 
the trade will be served from the office and warehouse 
of the latter, which is located at Third, Binney and 
Munroe streets, Kandall Square, Cambridge, where the 
combined stocks will be carried. 

This change consolidates the business of two old or- 
ganizations, one prominent in heavy hardware, iron and 
steel circles, the other equally as well known in the New 
England mill supply field. The Sanderson company was 
established in 1886, and the Cutter and Wood company 
in 1890. 


distributor of 


engineers’, factory, woodworkers’ 


been retained as Sanderson 


—<+<or 
Hildred Appointed Manager 

John W. Hildred has been appointed manager of the 
mill supply department of the Fl branch of the 
Mine & Smelter Supply Company. For 15 years prior 
to 1916 he was associated with R. B. Whitacre & Co., 
Inc., St. Paul, mill supply dealer, and from 1916 to 1923 
was in business for himself in the latter city under the 
firm name of John W. Hildred & Co. In 1923 he disposed 
of his interests in the business and moved to Tucson, 
Ariz., to become general manager of the International 
Ore Separating Company, a position which he has held 
up to a few weeks ago, when he decided to reenter the 
mill supply business. 


Paso 


+> 

Industrial Truck Shipments 
June shipments of electric industrial trucks and trac- 
from nine leading manufacturers were 144, com- 
pared with 108 in May. Of these 21 were tractors. One 
hundred twenty-five went to the domestic trade and 19 
were exported. The total shipments for the quarter 
ended June 30 were 363, compared with 374 for the first 
quarter of this vear. 
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A Profitable 
Specialty 


Patented 


for 
Supply 
Houses 





A man cannot do his best work when his eyes are 
squinting to protect themselves from danger. 





The ACME Eye bin 


aqangero 


at their worl 








Chicago Eye Shield Co. 


2300 Warren Ave., Chicago, IIl. 


ACME EYE SHIELD 











Moore & White 
Friction Clutches 


40 Years on the Market 


Any or all of the following Friction Clutch 
Catalogs will be sent you free upon 
request. 


Catalog upon Standard Friction Clutches 
with single disc for moderate speeds. 


Catalog upon Standard Friction Clutches 
with double disc for moderate speeds. 


Catalog upon High Speed Friction Clutches 
for high speeds and great horse power. 


Catalog upon Standard Friction Clutches 
with sleeves for use with American Steel 
Split Pulleys. 


The Moore & White Co. 


2711 to 2741 N. 15th St. 
Philadelphia, U. S. A. 
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@ What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

@ Wire them—’phone them—they'll go off our ware- 
house racks and on the cars in a jiffy. 
@ You can always get them from stock, and for a fair 
price, at “Medart’s.” 

q MR. SUPPLY DEALER—We have been engaged in the 
Pulley business for 45 years, and we know a great deal more 
about making good pulleys than many other concerns. 

q OUR POLICY in building Wood Split Pulleys is: Cheap 
ness is suicidal; products must be the best in their class. We 
wouldn’t think of running the slightest risk of impairing the 
value of our most valued asset—our Good Will. 


Get the “MEDART” WOOD SPLIT PULLEY from stock! 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U. S. A. 
Office and Warehouse, CINCINNATI 
Offices 
CHICAGO PHILADELPHIA NEW YORK PITTSBURGH 


Shafting, Couplings, Collars, Hangers, Bearings, Bearing Supports. 
Friction Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprock- 
ets, Chain, Rope Sheaves, Rope Drives, Belt Tighteners, etc. 














Methodist Book Concern 


f Says 
“Best Glue Device’’ 
“For the high 
work we pro uce 
olutely necessary thi 
use the best devices 
tainable for cooking 
mixing our glue and we 
believe that with STA- 
WARM glue-pots we ob- 


tain this result. 


“We have used a num- 
ber of the STA-WARM 
one-gallon size glue pots in 
our factory for the last five 


> found them 





Satistactory 
installed a 
ten-gallon cooker when our 
steam-heated glue pot re- 
cently broke down. * 

We have also ordered two 
STA-WARM glue mixers 
of 25 gallons each for our 
new plant, now in course 
of construction at Dobbs 


Ferry, New York.” 





StaWarm C. M. Smith, Supt. 


The Methodist Book 
and Concern 


Heater 
Cooker for glue 


other fluids 


Formerly Rohne Electric Co. 


STA-WAPM vcsse LIBPIATIN 


25 41.5. MINNEAPOLIS , MINN. 


ot Re 


TAP WRENCH 











The type of Supply Houses that have 
taken on this tool is significant of its 
sales value. 


An improved tool in demand wherever 
Taps, Broaches or Reamers are used. 
Shows a remarkable saving in any shop. 





Evenly 
Balanced. Reduces Tap 
Tap can breakage to 


not loosen. a minimum. 








STARK PRODUCTS CORPORATION 
3803 N. Clark St. Chicago, Ill. 








352 Atlantic Ave., Boston 9, Mass., U.S. A. 








Portable 


Blower 


6%-lb. Air Cool- 





On Io days’ 


feno trial 
jree triat Motor $15.00 Net 


This “MARVEL” Portable Blower is designed for 
blowing dust and dirt out of WOOD-WORKING MA- 
CHINERY, MOTORS, GENERATORS, SWITCH 
BOARDS, LOOMS, KNITTING and other TEXTILE 
MACHINERY. Has 20 feet high grade cab’! and armored 
plu Perfectly balanced. Has TOGGLE SWITCH in 
handle, Water column 


operated by thumb. Gives 16-in 


Note the Metal Conduit carrying wires from motor to 
Motor operates at 10,000-R.P.M. on “NORMA” BALL 
BEARINGS. This blower is a great time and labor saver, 
and its mechanical and electrical design gives assurance of 
a very long life, with a minimum of attention. 
Made with UNIVERSAL motors (A.C. & 
D.C.) for both 110 volts and 220 volis. SHIP 
PING WEIGHT 18 lbs. Shipped on 
10 days’ trial, ANYWHERE. 
Sell them to your customers. Write for 


Dealers’ Discount, mentioning this ad- 
vertisement. 










A complete Set of 
CLEANER ATTACHMENTS 


VACUUM J 
for $10.00 additional 





Manufactured } 


Electric Blower Company 


ed Ball Bearing 








feet, £0 RRR em nt 





When writing to Advertisers please mention Mitt Suppties. 
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BEARIUM 
BUSHINGS 


CORED AND SOLID BARS IN 
STANDARD 12-INCH LENGTHS 





The Ultimate Development For Bearing Services 
NON-SCORING—NON-SEIZING—PROVEN SUPERIORITY 


BEARIUM GIVES FROM 200% to 800% GREATER 


BEARING LIFE THAN OTHER HIGH GRADE BEAR- 
ING METAL. 


ENGINEERING SERVICE IS INCLUDED WITH 
EVERY PURCHASE OF BEARIUM. COMPETENT 
ENGINEERS, EXPERT IN BEARING PROBLEMS, 


WILL ADVISE WITH CUSTOMERS ON THEIR BEAR- 
ING DIFFICULTIES. 


STOCKED AND SOLD EXCLUSIVELY BY DISTRIBU- 








TING JOBBERS. 
COBLENTZ TOOL & SUPPLY CO. PAULSEN SUPPLY CO. 
Erie, Pa. Chicago, Ill. 
COOK IRON STORE CO. ROOT, NEAL & CO. 
Rochester, N. Y. Buffalo, N. Y. 
THE E. A. KINSEY CO. J. RUSSELL & COMPANY | 
Cincinnati, Ohio Holyoke, Mass. 
THE E. A. KINSEY CO. TOPPING BROTHERS 
Indianapolis, Ind. New York, N. Y. 
THE LONG ISLAND HARDWARE CO. LEWIS E. TRACY CO. ' 
Long Island City, N. Y. Boston, Mass. 
THE C. S. MERSICK CO. THE C. H. WOOD CO. 
New Haven, Conn. Syracuse, N. Y. 
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The “finest Bolt 
in a “finer Setting 


7] YHESE strong bolts, with the 
gauge-like threads, are the 
natural preference of buyers every- 


where. No others are so durable 


and accurate. 


The new merchandising cartons 
make it easy to find at a glance 
the size and type of Empire Neu 
Process bolt asked for. 
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RUSSELABURDSALL & WARD 
SCAB OUTG NUT COMPANY © 


PORT CHESTER.NY. 
Branch Offer. Bra a » tte = Mapdwell & Harts f 
Seraut, Busiding — Genes 34 = Big y . ke e . ay ae th ~ tag 
CHICAGO DETROIT ROCK FALLS, UIs, SEATTLE SAN FRANCISCO 
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Some Recommendations for Salesmen 


Things That Make for Success in Business Life as Viewed 
by an Old-Timer in the Mill Supply Field 


A few weeks ago, I was asked to 
address the {f the Wirth- 


sales force o 


lineMann Company, and it was a 
pleasure to again resume contact 
With the mill supply field in that 
manner. One of the things I tried 


to impress upon the young men of 
that organization was that there is 
no royal or magic road to success, 
that it is up to everybody to carve out 
his own destiny, and that oppor- 
tunity will come but her call must 
be recognized and advantage taken 
of it. In the words of Emerson, 
there should first be the determina- 
tion to succeed, and then to hiteh our 
wagon to a star and let nothing 
swerve us from our purpose. 
described as 
“an equitable exchange of values mu- 
tually beneficial to buyer and seller.” 
The employer 
and the 
the returns to both must be satisfac 
tory, if the results are to 
follow. 


Business has been 


has his goods to sell 
employee his services, and 
desired 


I put the things that 


success in business life as 


make for 
follows: 
1. Honesty at all times. 
2. Loyalty 
3. Faith in emplovers. 
is Hard work and 
tion to succeed. 
Sheldon has described 
ship as “the art of selling goods at 
that is what is ex- 
salesman. Anybody 
goods away, and there 
use employing high priced 


+ 


to do it. 


your 


determina- 
salesman- 


and 
pects d of every 


a profit,” 
can give is no 
salesmen 
Salesmen should be judged by the 
amount of net profit to the company, 
and not the volume of their 
Too many salesmen. lose 
profit entirely in their 
volume. 


sales. 
sight of 


desire to get 


J. C. RICHARDSON 


In these days of intensive competi- 
tion, service also means a great deal. 
It frequently turns the scales in 
favor of the house that really gives 
service, and salesmen can do a lot 
to help make service more important 
and more satisfactory. 

Ist, by making out their orders as 
plainly as possible; 

2nd, showing sizes clearly and 
not leaving it up to the office to 
guess what is wanted; 

3rd, by showing all terms of set- 
tlement as agreed upon with the cus- 


The author of this article 
introduction to the 
S tpply mien, His 


supply husiness covered @ pe riod of 23 


needs vO 
majority of mill 


er perience in the 


years. He retired over a year ago from 
the Queen City Supply Company, Cin- 
u hich he had 
pre sident and secretary. He is now 
secretary of District No. 1, Ohio As- 
sociation of Retail Lumber Dealers. “J 
Richard- 


on, “hit find seere tarial work for the 


cinnati, of been vice- 


only happ is SdUS Mr. 


y sataeLas : 
association offers possibilities tor 


CON 
frrictive ideas, vith the risks 4 and CON- 
finement of actual business eliminated. 
To One tho has led ai active biusine 
life, if could be difheult to accommo- 


date oneself to entire inactivity, and as 


] have al (id heen nite rested i adsSS0- 
cr Oo? ( va not a lt do omat er 
Oo ae elf to the duties of sec 
retary of the local lumber association.” 


tomer, and not having any verbal un- 


derstandings that are not recorded 
on the order; 
Ith, by showing all details, so 


there can be no 
error on the 


possibility of an 
part of men in the store 
getting out the 

Many men 


orders. 
wonder why they do 
fail to take stock of 


seriously, to analyze 


not succeed, but 
themselves 


themselves and to find out why they 
do not make better progress in their 
work. The usual thing is to blame 
the boss, but the generally 
knows what is going on, and there is 
always a reason when promotion does 
not come. 

The very nature of a salesman’s 
work, waiting to see the purchasing 


boss 


agents, riding by auto or train to 
the next customer, with no office 
hours or rules to conform to, tends 


to produce habits of carelessness or 
indolence unless guarded against, 
and it would be a good thing for all 
salesmen to apply a little self disci- 
pline occasionally. In fact, a little 
more discipline all around in busi- 
ness would be a good thing. Those 
in the office in responsible positions 
should be the most careful in the 
observance of office rules and regula- 
tions, but many times they are the 
worst offenders and set a wrong 
example for others all along the line. 

One of the first things I would 
recommend to a young salesman is 
to study his catalogues and the vari- 
ous lines he has to sell; that wns take 
his catalogues home and study them 
at night, with a view of being fally 
posted on his yoods, and if possible, 
know more about them than the fel- 
low who In a 
1 


the mill 


is doing the buying. 
diversified as 
supply business, no one can hope to 
be an expert on all lines, but there 
lots more knowledge of the 

ncipal lines handled. Another 
thing is not to give up too easily or 
let personal feelings affect his man- 


ner towards the buyer. Personal ap- 


business as 


can be 


pearance also counts for a= great 


ss and cleanliness are 
pleasing effect. 
make the mistake of 


the house 


deal, and neatne 
bound to have a 
Many men 


crabbing about 


instead of 




















boosting it, forgetting that the com- 
pany is paying their salary. The 
salesman often takes the side of the 
customer in settling disputes. The 
customer, of course, is entitled to 
fair consideration, but not to the best 
of it at all times, and in most cases 
can be shown in a nice gentlemanly 
way, if he is wrong, without the loss 
of his business. 

Some salesmen have the habit of 
calling only where they have pros- 
pects of getting an order, and ne- 
glecting other prospects in their ter- 
ritory, which is a bad fault. 

Self-inflation has ruined many a 
salesman. They do not think the 
house entitled to any share in the 
results when things are going good, 
but are prone to criticize when the 
reverse is the case. 

He should not “knock” his competi- 
tor, remembering that every knock 
is a boost and wherever he has oc- 
casion to speak of a competitor, it 


“The Mill Supply Salesman” Section 


should be done in a spirit of fair- 
ness. 

The office should keep a record of 
the daily work of salesmen and help 
them in every way by a thorough 
follow-up system. 

Every young man wants to suc- 
ceed, but he should think of his 
future and plan for it, saving his 
money for the day when opportunity 
knocks. Too many salesmen do not 
take their work seriously enough and 
are content to slip along with the 
current. 

The sales manager should have full 
charge of all men under him, and he 
in turn should be backed to the limit 
by his superior officers. Tale bear- 
ing and “snitching’”’ should not be 
permitted. They will bring about 
disruption in any organization. Jeal- 
cusy of the fellows who are forging 
ahead is usually at the bottom of 
both. The outside men have their 
troubles, but so do the men in the 
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office, and if both would try to see 
the other fellow’s viewpoint a little 
when disputes arrive, they could be 
settled much more easily. 

Hard work is the keynote of suc- 
cess. If all will give the best that 
is in them, be loyal, faithful and 
tolerant, they will succeed. Some- 
times there is ingratitude and lack 
of appreciation on the part of the 
employer, and employees may feel 
they have wasted both time and ef- 
fort without appreciation, but hap- 
pily such cases are rare. Changes 
always come when least expected 
and many times lead to happiness 
and betterment, so the star of hope 
should never dim. The supply busi- 
ness offers as good a field for ad- 
vancement as many other lines, but 
knowledge of the details of the busi- 
ness, ability and hard work are 
necessary for the success of those 
who engage in it and who would ad- 
vance. 


The Subtlety of Flank Attacks 


A Salesman Must Not Forget That There Are Some Buyers Who 
Are Reverse Minded, Who Will Buy What They Think 
the Other Fellow Doesn't Want to Sell Them 


There were Jim O’Gorman, a mill 
supply salesman, B. H. Rankin, a 
bond salesman, and myself, and we 
were discussing selling methods as 
we sat in the hotel lobby after a day 
of wrestling with prospects of one 
sort and another. 

“If you do any business with the 
fellow who isn’t just waiting to buy 
something he already wants, you’ve 
got to sell him,” declared Jim. “I 
spent I don’t know how long today 
with one fellow I couldn’t interest at 
all, and vet I know I’ve got some- 
thing he could use to advantage in 
his business. The more I tried to 
sell him, the more he hung back.” 

“Perhaps there is something about 
his financial situation that keeps him 
from buying or admitting that he is 
in the market now,” I suggested. 

“T think the man could have been 
sold,” said B. H. “In my opinion, 
vou overdid the selling act.” 

“Well, it certainly wasn’t over- 
done at the beginning,’ responded 
Jim. ‘He might have bought before 
I overdid it, if I did. I handled him 
just as I’ve handled scores of pros- 
pects who have bought, only I went 
on farther because he didn’t come 
through.” 


FRANK FARRINGTON 


“T have a regular customer I be 
lieve is like that prospect of yours,” 
the bond salesman returned. “He 
always hangs back. It’s his nature. 
He is a banker and perhaps you ex- 
pect bankers to be more conserva- 
tive, but he was a hard nut for me 
for a long time, but I’ve got him 
cracked now and I sell him.” 

“T suppose you just stuck and 
hung until he had to give up,” Jim 
opined. 

“No, quite the reverse. I don’t 
have any standardized approach or 
selling talk. Maybe I ought to have, 
but I don’t. I handle every prospect 
in a different way from every other. 
If I were selling mill supplies, per- 
haps I would do it your’ way, 
although I can’t get over the idea 
that just as far as a salesman can, 
he ought to give each case individual 
treatment just suited to the prospect 
he is trying to sell. 

“T have banker customers who 
buy our bond offerings, and buy 
them only when I stick right to 
them like a burr and keep urging 
them. They have formed the habit 
of hanging back because they have 
done some business with men who 
weren’t quite on the level. They 


have grown leary of all bond sales- 
men, and they demand to be shown 
and shown over and over again. But 
I don’t treat any prospect who is not 
like that in such a way as to develop 
that hang-back habit in him.” 

“How do you mean?” I asked. 

“IT mean that when I meet a 
banker who seems to be open and 
frank with me, and is willing to hear 
what I have to say, and then says 
without any hemming and hawing 
that he can’t buy, I take that man 
at his word and don’t spoil my 
chance of getting a hearing with him 
again by adopting book agent tactics 
this time. But that applies only 
when I believ. the man is honest in 
saying that he is not in the market. 
You have men you believe when they 
tell vou there isn’t anything they 
want this trip. You don’t proceed 
to bore those men with strong arm 
methods. 

“But what I was getting at is that 
the men who hang back, the men 
who obviously have got to be urged, 
and coaxed and convinced, aren’t all 
to be handled alike and I'll mention 
one banker I have in mind. T. K. 
Hinckley of the ville National 
Bank. Hinckley has always’ been 
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death on any new security. He 
wouldn’t buy anything but the time 
tested bonds he knew about because 
of their history. But a well as- 
sorted group of securities, calculated 
to combine all the elements desirable 
in such an investment, might well 
have some new bonds of reliable con- 
cerns carrying an excellent chance 
of appreciation. 

“T called on Hinckley one day de- 
termined to sell him some bonds of 
a new issue we had underwritten, 
something I knew was good. I said 
to him at the outset, ‘Of course you 
wouldn’t be interested in these new 
Chemical sixes, Mr. Hinckley, be- 
cause you don’t want anything to do 
with a new security. You ought to 
have some of these. They would fit 
right in with your schedule, but you 
always say you don’t want anything 
new, and I’m not going to show them 
to you. They’re a good buy and be- 
ing taken by some conservative men, 
but let them go by. I'll show you 
some of these others that are right 
in line with your policy.’ I steered 
right away from those Chemical 
sixes, and I didn’t go back to them 
until in handling the documents be- 
fore us those came under Hinckley’s 
eyes again and he asked a question 
about them. I answered it incom- 
pletely and started on. It was plain 
enough from my action that I didn’t 


want to sell him those bonds. The 
more anxious I appeared to pass 
them up, the more anxious the 


banker became to know more about 
them.” 

“And of course he bought 
in the end,” I interrupted. 

"OF And from that day 
to this, when I go to see Hinckley, 
I have in mind just what new 
curity I am going to sell him, and 
I make the sale just as certainly as 
I would make the sale of something 
I knew he was waiting to get. I 
don’t know whether any such sales- 
manship would work in selling mill 
supplies, but I believe human nature 
is pretty much the same in bankers 
that it is in other men, and there 
must be men in the mill supply field 
who begin to want a thing just as 
soon as you begin to show that they 
can’t buy it.” 

“T guess there’s something in 
that,” admitted O’Gorman, “because 
I remember when we were just get- 
ting ready to bring out a new port- 
able forge, and I had told one big 
jobber about it. Right away he 
wanted to buy some of them, and 
when I said we weren't selling any 
vet he got more interested and the 
result was, just as you say, he got 
terribly anxious to get some of them. 


them 


course. 


se- 
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I finally, as a great favor, accepted 
his advance order for delivery when 
and if we decided they were ready 
to go out.” 

“There you have it, Jim,” said 
Bb. H. “If you’d gone into that man’s 
office and said you had a new port- 
able forge you wanted to introduce, 
he would have said to himself, 
‘Nothing doing. This bird has got 
something he’s trying to get on the 
market, and there’s too many forges 
on the market now. I’m not going 
to take them on until I have to—if 
ever. You’ve got to be more subtle. 
Some buyers of bonds or mill sup- 
plies or what not are right out yes 
and no. Perhaps you can get some 
such to change their minds if they 
will listen without too much preju- 
dice, but there are other buyers who 
are ‘agin’ you at the outset always, 
and some of those birds are so 
contrary minded that the best way to 
interest them is to appear to want 
to keep them from buying.” 

“Tt wouldn’t think,” I remarked, 
“that there would be enough of these 
reverse minded fellows to make it 
very practical to try such tactics in 
many cases,” 

“There aren’t a lot of them,” re- 
sponded B. H., “but there are enough 
to prove that it’s pretty important 
that a salesman have them in mind 
and be in a position to know what 
to do with them. It’s a pretty good 
plan to have that hold back system 
of selling in one’s repertory, where 
it can be used if the occasion de- 
mands it. If you work on the basis 
that every buyer knows what he 
wants and needs, and it’s a case of 
getting him to admit it by keeping at 
him until he signs up or bids you 
good bye, then you will miss a lot 
that might be made. I 
figure that I have in my list securi- 
ties a banker doesn’t know he wants, 
or that he maybe thinks he doesn’t 
want. It’s my plan to make him 
want them. I work on the basis of 
making him want what I want to 
sell rather than merely on the basis 
of selling him anyway.” 

“That’s the idea,” B. H. admitted. 
“Don’t be too eager to sell. Don’t 
begin selling until you at least have 
a receptive mind in your prospect. 
That's my rule. I remember when 
I was visiting on a farm and one 
of these steel range peddlers came 
along with a couple of ranges on 
a truck. The farmer’s wife said, 
‘There’s one of those stove peddlers. 
I don’t want one of his stoves. I 
wish he wouldn't stop.’ But the 
man stopped and he came in and 
complimented the woman on_ the 
flock of chickens around the barn, 
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and asked how far it was to the 
next town. He said enough just to 
break the ice and make it impossible 
for the woman to be curt with him. 
‘Would you mind telling me what 
kind of a range you have in your 
kitchen?’ he asked. 

“The woman said it was a 7 
Well, was it one of the big number 
sixty-fours. She didn’t know, and 
very politely the peddler asked if he 
might look. ‘I’ve found quite a few 
of those ranges around here,’ said 
he, ‘and they’ve given mighty good 
service. It’s a fine baker, isn’t it?’ 
He was foxy. He knew the weak 
point about that range, but he 
knew better than to suggest it save 
by a negative method. 

“The woman said she couldn’t say 
so very much for its baking quali- 
ties. ‘I never try to get a woman 
to exchange one of those ranges for 
one of our modern easy bakers,’ 
continued the peddler. ‘It’s too hard 
to convince her that we have some- 
thing better. You would have to 
admit, though, that we have a very 
handsome range. We make a bigger 
allowance for a —— than for 
almost any other we take in ex- 
change. I wonder if you could tell 
me the names of any of your neigh- 
bors who have ranges they don’t find 
entirely satisfactory, and who might 
be interested in making their kitch- 
ens look about a hundred per cent 
nicer with one like those I have out 
on the truck. Come out and see 
what they are like. You can get 
along all right yourself without buy- 
ing a new range.’ 

“You can see what was going to 
happen and it did. Before that 
peddler left, one of his ranges was 
installed on trial, and without doubt 
it stayed. We can’t just follow his 
method in bond or mill supply sell- 
ing, but for all that, there is some- 
thing there for us to think about. 
No house to house peddler ought to 
have anything on us in the matter 
of subtlety or understanding of the 
prospect’s psychology, or anything 


” 





else. 

A bell boy came along just then. 
paging B. H. and he had to go, but 
I think Jim and I had both gathered 
more from what he told us than he 
could have got out of anything we 
might have said. 


Promotion for P. O. Platt 

P. O. Platt, who has been in the 
Stanley Rule & Level Company's or- 
ganization since 1914, has been ap- 


pointed manager of the auxiliary 
sales department of the Stanley 


Works, New Britain, Conn. 
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Wide Markets for Welding Equipment 


Will Supply Salesmen Should Realize That There Is a 


Steady Year Around Business in Torches, Acces- 


sories and Supplementary Supplies 


W. A. SLACK 


President, Torchweld Equipment Company, Chicago 
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1) 5 m for resale to the consumer 
He, the mill supply man, sells practi 
cally all his goods to the consumer, and 
so his busine takes on the nature of 


retailer, 


to under 


and the 
more difficult 


vholesaler 
which makes it 
of supply are 


As a rule, his 


sources 








» manufacturers of the goods he han- 
»s, and his customers, the mill, fac 
tory, contractor, municipality or what 
not, who may have use for some item, 


his line in sufficient 
warrant his selling them. 


or items, in 


tity to 


quan- 


Then, too, the major part of his line 
is composed of what might be termed 
mechanical specialties, items which are 
made for a special purpose by a manu- 
facturer, who in all probability looks 
to the mill supply dealer to dispose of 
his output. 

line of 


found 


In a mechanical specialties 


that 
and 


there will be items may be 


classed as consumed lines others 
that are specialties in the true sense 


of the term. It is under this last group 
of items that gas welding and cutting 
hould be classed, because a 


a cutting torch or a set 


equipment 


welding torch, 
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One automobile body maniufae- 


turer has 974 sets, large steel mills 


use 500 to 600, automobile manu- 
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when strictly 
lines are dull. 
The ideal line 


specialty, higher profit 


from the viewpoint of 
any merchant, mill supply man _ in- 
cluded, is a line of merchandise that 
will not only turn over with a reason- 


mean that that cus- 
tomer is through buying. There is al- 
ways a goodly volume of business com- 
ing through from the sale of tips, hose, 
and supplies, such as rods 
easy 


customer does not 


accessories 
and flux. and this business is both 
to handle and profitable. 

And, what is even more important to 
the mill supply man, is that the sale 
of additional equipment of other kinds, 
such as grinders, lathes, drill presses, 
files and drills, is sure to follow the in- 
staliation of a welding outfit, and all 
of them carry a satisfactory profit. 

Of course, the sale of additional gas 
welding and cutting equipment to the 
original purchaser is not to be 
looked. The only question is how is the 
mill supply man going to insure that 
the purchaser of his first torch is com- 
ing back for another as often as the 
need may arise. Satisfaction, real thor- 
oughgoing satisfaction from its use is 
the only way repeat orders can be in- 
sured. 

It is not always easy to pick a line 
of specialty merchandise that will give 
such satisfaction that the customer will 


over- 


come back for more of the original 
item, and any related items he may 
need as well. There is one way, 


however, that such merchandise can be 
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line of gas welding and cutting equip- 
ment which will possess the qualities 
demanded by users of such equipment. 
That Grand Old Eliminator, Time, 
has established pretty well what must 
be found in gas welding and cutting 
equipment to make it desirable. Here 
are some of the necessary essentials: 
Safety in operation, economy in 
operation, low upkeep cost, convenience 
in handling, all around dependability. 
After 
equipment 


a line of gas welding and cut- 


has been found which 
up to the standards given 
above for dependability, the mill sup- 
ply man naturally will inquire, “Where 
sell it?” The first 
, Welding shops and a few metal 
working plants outside of steel mills— 
a limited field at best. 

In this conclusion lies the error which 
make mill supply distributor hesi- 
tate before welding ind 
cutting’ for sale. The out- 
let such equipment is as wide 
industry itself. Not only garage 


ling 


measures 


am I to answer is 


garage 


the 
taking on ya 
equipment 
for 


and 


Manufacturers always are facing 
the problems of getting the mill sup- 
ply house learn 
products. A 
arousing interest in its 
individual line with 
good effect recently by The Toledo 
Pipe Threading Machine Company, 
Toledo, Ohio, 


educational 


salesmen to 
their 
method of 
own 


more 
about clever 


was used 


which = staged 


suitable 


an 
contest, with 
the 


A questionnaire 


awards for winners. 
containing 50 
the 


line of tools was prepared. 


questions relative to company’s 
On the 
first page was space for the name of 
the contestant, address, position 
held, name of jobber by whom em- 
ploved and the address of the jobber. 
According to the 


man, counterman or 


rules, any sales- 


corresponde nt 
of a jobber carrying Toledo tools in 
Stor k 


testa} 1 


was eligible to become a con- 


nt, but no owner, sales manager 


or other executive was eligible. <All 
answers to the questions had to be 
written in the space designated. At 


the close of the contest, June 15, 


each contestant received a copy ot 
the correct answers, 

The company first solicited the 
support of the sales managers of 


their jobbing connections. As a re- 


sult 4,000 representatives of supply 


sé 
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welding shops, steel mills and railroads 
buy gas welding and cutting equipment 
but automobile manufacturers, auto 
truck manufacturers, automobile serv- 
ice stations, radiator repair shops, auto 


accessory manufacturers, sheet metal 
shop foundries, general machine 
shops, blacksmith shops, boiler shops, 
textile mills, coal mines, saw mills, 


power plants, gas plants, steel mills, 


9] 





vocational schools, cement plants, auto 
body manufacturers, jewelry manufac- 
turers, general contractors, ice plants, 
quarries, water works, oil producers, 
oil refineries, ship yards, tank manu- 
facturers and hundreds of manufactur- 
ing plants not classified in the above 
list, offer exceptionally good oppor- 
tunities for the sale of gas welding and 
cutting equipment. 





Many 


Indus trial 


Jobs 


on 


Which We ling Equipment is 


In 1) pe nsable 


Getting the Salesmen to Study the Line 


Recent Prize Contest of The Toledo Pipe Threading Machine Company 


Was a Novel Departure in Sales Educational Work 


houses entered the contest. Then a 
copy of the company’s catalogue was 
sent to each of the salesmen, who 
also received a questionnaire, with 
the spaces for the answers left blank. 
The entrant was advised that he 
would find most of the answers to 
the questions in the company’s cata- 
logue. This made it necessary 
the individual contestant to con- 
stantly refer to the catalogue in an- 
swering the questions, and as he did 
not find the numerical 
order, it was necessary to turn back 


for 


answers in 


and forth through the catalogue 
pages many times in search of the 


correct answers. 


J. A. Var 


salesman for 


Buskirk, Muncie, Ind., 

the Central Supply 
Company, Indianapolis, was awarded 
$250 Mr. 
Van Buskirk average of 
92.48 per cen 

J. F. Holihan, Cleveland Heights, 
Ohio, a salesman for the W. M. Pat- 
tison Supply Company, Cleveland, 


for the 


highest 


had 


rating. 
an 


+ 


with a rating of 90.16 per cent, won 
second award of $100. 
W. H. Lambert, Johnstown, Pa., 


salesman for the Swank Hardware 
Company, the 


of the third 


that city, was winner 


award, amounting to 
$50, his average rating being 89.48 


per cent. 


The following 10 men, with rat- 
ings varying from 88.99 to 86.16 per 
cent, were awarded $10 each: Harry 
Watts and W. I. Myers, both of In- 
dianapolis; Fred C. Dierking, Fox 
River Grove, Ill.; L. C. Fitch, Cedar 
Rapids; Frank T. W. Armbruster, 
Waverly, Ohio; Julian Gregory, Nor- 
folk; J. R. Smith, Chicago; F. R. 
Dillard, Denver; J. Kyle Mathews 
and William E. Luley, Pittsburgh. 

The next 20 contestants, with rat- 
ings varying from 85.82 per cent to 
82.16 per cent, received awards of 
$5. These men are: Ben H. Evans, 
Union City, Ind.; William J. Tros- 
clair, New Orleans; Thomas F. Mc- 
South Vas Ee. gf, 
Becker, Hutchinson, Kansas; George 
D. Philadelphia; Elliott P. 
Sterrett, Los Angeles; Fred C. Hoff- 
mever, Louis; Albert J. Tanner, 
Columbus, Ohio; F. J. Bauer, La 
Grande, Ore.; John M. Mevers, Chi- 
Steward L. Foster, San Fran- 
Flovd O. Hawkins, 
Kan.; Glen W. Mair, Crete, 
Walter W. Schultz, Detroit: 
L. Diederich, Chicago; 
Perry, San Francisco; 
laub, Flint, Mich.: 
St. Louis, 


Houston. 


Graw, Roanoke, 


Knapp, 


St. 


Cayo; 
Eureka, 
Neb.: 
Frank 

Leland H. 
Oliver Seng- 
William MeGrath, 
Carl #. 


c1sco; 


and Birkman, 
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IVE a Ladew Belt a real test 

on the hardest job you can 

find for it. That’s the way 
to prove to yourself that a power 
belt is something more than an inci- 
dental part of your plant equip- 
ment. You'll trace a surprising 
number of economies to the better 
performance of every Ladew Belt 
you use. 


There is some unbiased 
testimony on this subject in 
the Ladew “Proof Book.” 


Send for a copy. 


eDw.k. |, APD EW CO. Inc. 


BELTING AND OTHER LEATHER PRODUCTS 
Since 1835 


29 Murray Street. New York City 














JOINED ONCE 


for the life of the belt 


Crescent Belt Fasteners make a 
permanent joining which will “stay 
put” for the life of the belt. No 
holes are punched in the belt. The 
prongs of Crescent Rivets find 
their way through the belt without 
cutting or injuring the power-car- 
rying lengthwise fibres. The belt 
ends are forced tightly together 
and compressed which eliminates 
raveling and fraying. No parts 


—— subject to wear. Write for the 
t a i 
Catalogue Story of Proper Belt Joining. 


CRESCENT BELT FASTENER CO. 
247 Park Ave., New York, N. Y. 
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HARRIS 
Brass and Copper Coils 


During our 42 years of experience we have designed and built 
pipe coils, both large and small, for many industries. You get 
the benefit of this experience when you let us make your coils. 


Distributors—To sell coils, get your custom- 
er’s specifications and forward to us. We will 
design the coil and quote you price. Ask for 
catalog of copper equipment. 


ARTHUR HARRIS & CO. 


Engineers, Coppersmiths, Brass Founders and Finishers 


210-218 North Curtis St., Chicago, Ill. 


B-68 
Spiral 
Coil 
with 
side 
inlet 
and 
outlet 

















One Way we 
Help Our Dealers 


MONARCH Ball Metal, the 
AN SEE steel process. babbitt, is 
‘. \ m5 unique in being the only 


cu SS IDEA. bearing metal with a flux and 
X “3 the only bearing metal that 
7 






Ay 
‘ is sold in ball form. 


Monarch Metal is packed for 
shipment in 30, 56 and 112 
y pat pound boxes, each box con- 
taining an assortment of 114 


and 3% pound balls. 
We have some min- 


iature 2-o0z. balls of On every box shipped to one 
genuine Monarch of our dealers, the dealer’s 
Metal, that will help name and address is sten- 
your salesmen dem- ° : 
onstrate the flux idea. ciled. Our own name is not 
For your mail adver- on the box. When a cus- 
tising we furnish im- tomer finishes using a box of 
printed folders. Ask M -h M lh aturall 
for the Monarch Ball onarc etal, he naturally 
sales proposition. re-orders from the dealer 


whose name is on the box. 
It’s a simple thing but it has 
worked wonders in bringing 
repeat orders to the dealers 
to whom they rightfully be- 
long. 


Monarch Metal Co., 119 S. Lincoln St., Chicago 


Monarch Ball Metal 


The Steel Process Babbitt 
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Personals 
Robert W. Gillispie has been elected vice-president, assist- 
ant general manager and member of the board of directors 
of the Jeffrey Manufacturing Company, Columbus, Ohio, 





Robert W. 


Gilli pie 


manufacturer of coal mining machinery and material han- 
dling equipment. He was for many years identified with 
the sales organization of the Bethlehem Steel Corporation, 


much of the time as assis 
He was graduated 


Conn., in the 


tant general manager of sales. 
from Wesleyah University, Middletown, 
1904, with Phi Beta Kappa rank. Dur 
college days he was an athlete of captain 
of the varsity 


class of 
ing’ his note and 


football team. 


W. B. McSkimmon, president, The Union Twist Drill Com- 
pany, recently returned from an extended business trip 
abroad. 

Henry I). Sharpe, Brown & Sharpe Mfg. Co., has been 


elected president of the Providence Community 
Providence, R. I. 

ao. Dd. member of the sales organization of the 
lowa Machinery & Supply Company, Des Moines, 
a Visitor in Chicago during the last week of 


Fund, Ine., 


Lawrence, 
Iowa, 
June. 


was 


George Puchta, president of the Queen City Supply Com- 
pany, Cincinnati, is on an extended European tour, 
not expected to return until some time in September. 

William J. Watson, Jr. 
manager of A. Harvey’s 
Detroit, jobber of 
supplies 


and is 


has been appointed general 
Sons’ 
plumbers’, 


sales 
Manufacturing Company, 


steamfitters’ and engineers’ 


W. H. Courtney has been appointed a member of the 
sales engineering staff of the S. K. F. Industries, Ine., in 
southeastern territory to specialize in textile mill installations. 


He has been connected with the textile industry for some 





years. L. H. 


Bailey, formerly with Murray Co., Atlanta, 
is another 


recent addition to the S. K. F. sales organization, 
and will cover southeastern territory for the company. 

W. W. French, advertising manager, Dodge Manufactur- 
ing Corporation, Mishawaka, Ind., is on a business trip on 
the Pacific Coast, and is not expected to return to the home 
offices much before the middle of August. 

Robert W. 


Horsfield has been placed in charge of the Cin- 
cinnati 


district sales of The United States Electrical Tool 
Co., Cincinnati, according to an announcement made by Matt 
J. Herold, general sales manager of the company. 

Frank F. Corby, formerly vice-president in charge of sales 
of the Steel & Tube Company of America, has been appointed 
Pacific coast sales representative of A. M. Byers Co., Pitts- 
burgh, and will make his headquarters at Los Angeles. 

J. S. Brooks, formerly associated with the sales organiza- 
tion of the Congoleum Co., New York, was recently appointed 
sales manager of the Williams Tool Corporation, Erie, Pa., 
manufacturer of pipe cutting and threading machines. 

William H. Barr, formerly president of the 
ing Company, Buffalo, 
name of William H. 
plant in Buffalo. Mr. 
Founders’ Association. 

Edward E. 
Gustave 


Lumen Bear- 
has organized a company under the 
Barr, Inc., as brass founders, with 

sarr is president of the National 


Kolar 


has been appointed sales manager of 
Lidseen, 


Chicago, manufacturer of oilers and metal 


stampings. He was formerly in the hardwood flooring busi- 
ness. He has a personal acquaintance with many of the 


Chicago mill 


Thomas F. Bailey, 


supply men. 


president of Banks-Miller Supply Co., 
Huntington, W. Va., returned home the middle of July from 
a fishing trip to Cape Charles. He is reported to have had 
such success that he is now “beginning to wonder if the fish 
as I actually thought they were.” 

William J. Radcliffe, president of The E. A. Kinsey Co., 
Cincinnati, planned to spend August on a vacation trip, 
accompanying Mrs. Radcliffe and their two sons to Yellow- 
stone Park and possibly out to the Pacific coast, and remain- 
ing a couple of days in Chicago on the return trip. 
Callahan, of R. R. Donnelley & Sons Com- 
returned July 19th after serving his annual 
two weeks of training as an officer of the army reserve corps. 
Although a reserve officer, he was this year 
mand of a battalion of the regular army 
barracks. 

C. E. 
Sons, 
been 


were as big 


Captain E. B. 
pany, Chicago, 


assigned to com- 
at Fort Jefferson 
Hanssen, secretary and manager of Louis Hanssen’s 

Davenport, Iowa, is still in Europe, where he has 
enjoying a vacation on which he started immediately 
after the National Supply and Machinery Distributors’ Asso- 
ciation convention last May. He is not expected back at 
his office before the middle of August. 

Joseph V. Smith has resigned as general manager 
shovel department of Hubbard & Co., Pittsburgh, and plans 
to engage in some manufacturing enterprise in the near 
future. Before joining the Hubbard organization in 1915, 
he had been for 16 years with Oliver Brothers, Inc., the 
last five years as manager of the company’s Pittsburgh office. 

M. Holderman, for 35 years president of the ID. June 
Machinery Co., Waco, Texas, machinists and founders and 
dealer in gin and mill supplies and machinery, has resigned 


of the 
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|_| AMERICAN SWISS “\7_p” 
] The File of Precision, manufactured to a gauge and with ba 
i quality first requisite. Used by manufacturers of quality Victor Balata 
| products, tool and die makers, instrument manufacturers, 
I machinists. jewelers, and other skilled workers. Belt 
j 
/ & nuy ‘ 
! dl ME — = Ampere 
/ , pil ru H + | CANVAS STITCHED 
| ye 2 mal L< BELTING 
; Sold Extensively by 
| Mill Supply Houses 
: B ok klet with list of di ribu ors and re) ther interesting data sent re isk for Prices 
| So nay he remost dealer 
Victor Balata & Textile Belting Co. 
" domatiea Sei File & Tool Co. Main Sales Office, 38 Murray St., New York 
410-416 Trumbull St., Elizabeth, N. J. Chicago Warehouse: 345 W. Austin Ave. Factories: Easton, Pa. 
HMAN LATHE | c Skinner Utility Reseater 
“There is somuch to tell about our cs _ 
fe i sansa ew The only com- 
innoless spacethanthat" # =, . 
\. of our Latest Catalog can we plete bibb and 
-\.even approach doing jus, small valve Re- 
-\.tice to them. t 
j : pais seater. 
; pce gs wE SE 
|  - ye Yeu 
' Write for 
proposition 
The Cushman Chuck Company , 
tei Oe M. B. SKINNER CO., 562 Washington St., Chicago 
{ 
: 
i Gm 66 99 
| L Made Right — Priced Right 
4 
: PAPER AND IRON CLAMPS 
Prompt shipments are made BROWNIE! NOS) Tough malleable iron with steel 
. from our large stock of Paper screws. Furnished either plain or 
and Iron Motor Pulleys, Flex- Ask your jobber or nickel plated. 
| ible Motor Couplings and Ad- oe 
i | justable Motor Rails. Let us a a Se TURNBUCKLES 
; | fill t uir ts. 
i ee ee Sa Te BROWNIE MFG Strong and durable. Furnished 
; | TYLEPHONES * either plain or galvanized. 
wonnon ‘Biaxte Placeine“Works CO., INC. oui 
| 7053 NOT INC §& NN ~~ = = . 
| 05 456 N. Union Ave., Chicago | Fort Wayne, Ind. “er. = 
See ERLREBAEEAAAE EEE O4AAEHEO4FE EE 9949941 
' ERASE EAEAEAAAAAAD EA E44 4444646444444 34459 39801 
a: {| Purchasing Agents Mills and Mines— 
>> +. . 
HEY quaLiTy “LE N OX > service $3 An Opportunity to Increase Your Sales 
hay UNIFORMITY OISTINCTION N 
HIGH SPEED 
“ 3 | Have You Thought of Foster as a 
“? NaN 
er «© 3} Source of Supply? 
> ee Rails—New or Relaying 
-< Se New Bolts, Spikes, Frogs, Switches 
ee Complete Line of Track Accessories y 
HACK SAWS o> Every Description. Prompt Shipments } 
ee With Foster’s Unconditional Guarantee — 
is a wy Send us your Inquiries—Glad to quote you prices. “1 Ton or 1,000" 
“She Sooty in Lhe Plaid Bor ee | 
ba , 
MFG. CO. SPRINGFIELD.MA =e ain Offices: x ' 
AMERICAN SAW i - Bc VERS - GLASS pont = ee Pittsburg! Pa. } LBFOSTERCO- Now Reet Chee 
PITTSBURGH PA SEW YURA CIT) 
—EE Sestttttet Gahhrhbee ahs 
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the presidency of the company to become chairman of the 
board. He has been succeeded as president by R. J. Potts, 
who is understood to have obtained a substantial interest 
in the company. 

Ernest Wooler, chief engineer of The Timken Roller Bear- 
ing Company, Canton, Ohio, sailed Wednesday, July 14, on 
the “Berengaria” for England, where he plans to investigate 
the development of anti-friction bearings in all lines, includ- 
ing automotive, industrial and transportation. He will also 
visit the British Timken plant in Birmingham. Mr. Wooler 
was born in England and helped to develop the first two- 
cylinder Rolls-Royce automobile in 1903. Before joining the 
Timken organization he was chief engineer of the Cleveland 
Automobile Co. 


T. C. Keeling, president of the Nashville Machine & Sup- 
ply Company, and first vice-president of the Southern Sup- 
ply and Machinery Dealers’ Association, is one of the busiest 


upply men in the country these days, because besides the 
usual burdensome duties that fall to the lot of an executiv 
while the normal office is depleted, due to the vacation sea 
on, Mr. Keeling has the additional worries that accrue 
from the trying experience of house building. He is having 
a ne residence built, and it upervision takes most of hi 
u us time. 

Dan C. Swander is the new president of the Columbian 
Vise & Mfg. Company, Cleveland, which a reorganization 
of the Columbian Hardware Company. He formerly 
general manager of the Perfection Spring Co., and before 
his association with the latter company had been vice 
mvesident in charge of sales of the Standard Parts Co. He 

as also for several years in charge of eastern branche 
and export business for the Firestone Tire & Rubber Co. 
H. F. Seymour, who was president of the Columbian Hard- 


vare Company, is now vice-president of the reorganized 
because it Was 


more aptly I 


company. The company name was changed 
believed that the new name will 


manutactured. 


describe the 


product 
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The Central States Envelope Co., Indianapolis, will build 
a factory addition at an estimated cost of $50,000. 


The Christian B. Daring Paper Mfg. Co., Bridgeport, Pa., 
plans to build extensions at an estimated cost of $385,000. 

The St. Louis Car Co., 800 North Broadway, St. Louis, is 
building a factory addition at an estimated cost of $500,000. 

The Motor Co., Detroit, plans to build a two- 
story addition at Cincinnati, at an estimated cost of $400,000. 


Chevrolet 


The Citizens’ Gas Co., Indianapolis, will build a pumping 


station and sulphate plant addition at an estimated cost of 
$75,000. 

The Hoosier Kitchen Cabinet Co., Newcastle, Ind., is build- 
ing a three-story factory addition at an estimated cost of 
$50,000. 


The Kimbell Milling Co., Fort Worth, Texas, will build 


an addition to its grain elevator at an estimated cost of 
$110,000. 


The Tube Co., Detroit, has awarded contract 
for its factory addition to be built at an estimated cost of 
$150,000. 


Wolverine 


The Cooper Hewitt Electric Co., Hoboken, N. J., will build 
a six-story addition to its factory at an estimated cost of 
$175,000. 


The Pure Process Ice Co., Tuscaloosa, Ala., is building an 
addition to its ice-manufacturing plant at an estimated cost 


of $35,000, 


The Alonzi Furniture Co., 1840 West 
Chicago, will build an addition to its factory 
cost of $55,000. 

The Writing Paper Co., Holyoke, Mass., is 
reported to be planning a reorganization whereby extensions 
and improvements will be made in some of its mills at an 


Austin avenue, 
at an estimated 


American 


95 





estimated cost of $1,250,000, and whereby it will dispose 
of 12 of its present mills. 


The Economy Box & Pie Plate Co., Marion, Ind., plans 
to build an addition to its mill at an estimated cost of $25,000. 
The Bell Oil & Gas Co., Tulsa, Okla., will build addi- 


tions to its oil refinery at Grandfield, Okla., at an estimated 
cost of $500,000. 


The Art Metal Construction Co., Jamestown, N. Y., will 
build a four-story addition to its factory at an estimated 
cost of $150,000. 


The American Blower Co., Detroit, manufacturer of fans 
and blowers, will build a factory addition at an estimated 
cost of $100,000. 

The Appleton Electric Co., 1701 Wellington Street, Chi- 
cago, is building a four-story factory addition at an estimated 
cost of $200,000. 


The Owens Bottle Co., Toledo, Ohio, has plans for addi- 
tions to its plant at Huntington, W.Va., which, it is said, 


1] t 


ill] cost $500,000. 


The Celotex Co., 
1] 


Wil 


645 North Michigan boulevard, Chicago 
build additions to its plant at Marerro, La., at < 
£1,000,000. 


An ¢Sti- 


mated cost of 
The Westinghouse Electric & Mfg. Co., East Pittsburgh, 
il ; Mansfield, Ohio, at 


vill build a factory branch plant at 
eC timated cost of $ MOL000, 

The Goodyear Tire & Rubber Co., Akron, w 
story addition to its branch plant at 
estimated cost of $350,000. 


ill build a two- 
Cedartown, Ga., at an 


The Hartford Empire Co., 347 


Homestead Avenue, Hart- 
ford, 


Conn., will build a three-story factory addition at an 


t 
estimated cost of $60,000. 


The Casey-Hedges Co., Chattanooga, Tenn., will build a 
new unit to manufacture steel barrels and 


drums, at an 
estimated cost of $175,000. 


The Galveston Electric Co., Galveston, Texas, may build 
extensions to its steam operated electric power plant at an 
estimated cost of $175,000. 

The San Antonio Ice Rink Co., 516 West Myrtle street, 
San Antonio, will build an addition to its refrigeration plant 
at an estimated cost of $200,000. 

Chevrolet Motor Co., Bay City, Mich., will build an addi- 
tion to its plant to be used as a heat-treating department, 
the estimated cost being $75,000. 

The Tennessee Electric Power Co., Chattanooga, plans to 
build extensions to its power plants, using portion of a bond 
issue of $3,500,000 for the purpose. 

The Cleary Box Co., 3315 Forty-eighth place, Chicago, 
manufacturer of corrugated containers, will build an addi- 
tion at an estimated cost of $45,000. 

Charles A. Brewer & Sons, 6320 Harvard avenue, Chicago, 
manufacturer of advertising specialties, will build a factory 
addition at an estimated cost of $100,000. 

The Board of Water Commissioners, Houston, Texas, will 
make extensions and improvements on the municipal water- 
works at an estimated cost of $500,000. 

The Tide Water Oil Co., 11 Broadway, New York City, 
is building additions and making alterations at its Bayonne, 
N. J., plant at an estimated cost of $5,000,000. 

The Steel Heddle Mfg. Co., Twenty-first Street and Alle- 
gheny Avenue, Philadelphia, will start work on a five-story 
factory to be built at an estimated cost of $165,000. 

The Milwaukee Electric Railway & Light Co., 217 Syca- 
more street, Milwaukee, plans to build an addition to its 
steam generating plant at an estimated cost of $100,000. 

The 
seventh 


Commercial Solvents Corporation, 17 East Forty- 
New York, will build an addition to its 
plant at Peoria, Ill., at an estimated cost of $1,000,000. 


street, 


A. Weiskittel & Son Co., Baltimore, manufacturer of enam- 
eled bathtubs, stoves and other products, will build a three- 
story factory building at an estimated cost of $185,000. 

The Goodman Mfg. Co., 4834 Halsted street, Chicago, 
manufacturer of mining equipment and machinery, will build 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 








Engineers look for the 
Mason Trademark 


They know that the Mason Trademark 
on a regulator means years of accurate 
pressure control under any service con- 
That’s why they ask for Mason 
Regulators. 
Catalog 62. 


lition. 


mation, 


Tr 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 











Let us send you our handy 
It contains useful infor- 


MASON REGULATOR CO. 


Boston, Mass. 


THE CORRECT 
Grinder and Buffer 





Factory Maintenance with 


Stow Flexible Shafts 





Drilling—Grinding—Buffing and Wire Brush 


All Sizes—Motor and Belt Drive 


STOW MANUFACTURING CO., INC. 


Binghamton, N. Y. 


Built for the Work! 


14” Size 
$28.00 


14 2 Size 





She Cincinnais 
line of portable electric 
drills, grinders and buffers 
is complete, including all 


types, sizes and prices for 
every purpose. 


Write for complete catalog 
and Jobbers’ proposition. 


The Cincinnati Electrical Tool Company 
1525 Freeman Avenue 


ee 


Cincinnati, Ohio 





Type M2 
a 





—— 





1-10 H. P. Motor 


Flexible Shaft 
Grinding, 
Polishing and 
Buffing Machine 
is a Mighty 
Handy Tool 
When once installed it 
becomes the most pop- 
ular machine in the shop. 
Several sizes 
1-10 to 2 HP. 
Catalog Upon Kequest 
Manufactured by 
N. A. Strand & Co. 
5001-09 No. Lincoln 8t. 
Chicago, Il. 


Diese. Steen, det Pace 


to another. 
tanneries, 
drainers, 


mill supply 


if 
PIONEER tircric DRILLS 


10 Q Street 


Heat 
Every 
New 


Light weight, yet sturdy. 
treated alloy steel gears. 
tool inspected and tested. 
type of ventilating fan. Rugged 
motors. Fool proof switch. 
Pressure in direct line with 
spindle, avoiding bit breakage. 
Universal motors. Single speed 
and two-speed. 

The PIONEER Line includes 
heavy duty and Garage Special 
drills, center, surface and floor 
grinders. Send for catalog and 
jobbers’ prices. 


Louisville Electric Mfg. Co. 


louisville, Kentucky 


APPLICATION—Not 
feeding but for moving liquids from one level 

For 
coffer-dams, 
etc. 


houses. 
jobbers’ catalogs. 
its class with 

Send for New Price List No. 7. 


users since 


Ball 
no more than the 
tools now on the market. 


boiler 


intended for 


shallow 


quarries, 
cellar 


mines, 
excavations, 


We make a Jet Pump for any purpose and 
of any metal. 


DISTRIBUTION—Widely sold by steam and 


Shown in almost all 
Has been the standard of 


1864. 


Blakeslee Manufacturing Co. 


Duquoin, Ul, 





Bearing quipped, but cost 
plain bearing 


ALWAYS A SOUND INVESTMENT 


Production is faster—the work is done better—and your men are 
more contented if their tools are always keen and sharp. 
with dull tools. 


work is impossible 





and ™% H.P. 
. bearings, heavy wheel guards, ad- 

justable tool rests, extra thick rubber covered cord. 

never an expense—always a saving. 


High quality 


The 


BODINE TOOL GRINDER 


Portable —Electric 


soon pays for itself by increasing 
the amount of work each man can 
do, thereby lowering labor costs 
and saving time. 


The Bodine is made in % H.P. 
Equipped with ball 


The 
The price is reasonable. 


Bodine is 


We will be glad to send you full particulars on request. 


THE BODINE ELECTRIC CO. 


2256 West Ohio St. 


Chicago, Ill. 
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a plant addition, including a heat-treating department, at 
an estimated cost of $125,000. 

The Pennsylvania Railroad Co. Philadelphia, may rebuild 
the portion of car repair shops at Kearny, N. J., which was 
destroyed by fire July 9th with loss reported at $125,000. 

The L. J. Wing Co., Victoria street, Newark, N. J., manu- 
facturer of mechanical blowers and other equipment, is 
building a factory addition at an estimated cost of $50,000. 

L. A. Young Industries, Inc., 9200 Russell Street, Detroit, 
manufacturer of springs and automobile specialties, will 
build a five-story addition at an estimated cost of $450,000. 

The Missouri Pacific Railroad Co., Railway Exchange build- 
ing, St. Louis, plans to build an addition to its engine house 


and repair shops at Nevada, Mo., at an estimated cost of 
$100,000. 
The Rand Kardex Bureau, North Tonawanda, N. Y., is 


said to be planning to build an addition to the plant of the 
Safe Cabinet Co., Marietta, Ohio, at an estimated cost of 
$150,000. 

The Board of Education of Tarrytown, N. Y., is consid- 
ering the installation of manual training equipment in an 
addition to the high school, which, it is estimated, will cost 
$160,000. 

The Detroit Edison Co., Detroit, has plans for extensions 
in its system to include enlargements of its steam heating 
power plant at an estimated cost of $2,660,000, and also 
improvements in other power plants. 





New Factories 











Kansas City, Kan., plans to build a new steam power house 
at an estimated cost of $750,000. 

The City of Birmingham, Ala., will have municipal repair 
shops built at an estimated cost of $250,000. 

The 
a new 

The Cordele Sash, Door & Lumber Co., Cordele, Ga., plans 
to build a new mill at an estimated cost of $100,000. 


Southern Furniture Co., Burlington, N. C., will build 


factory at an estimated cost of $225,000. 


The Los Angeles Railway Co., Los Angeles, will build a 
new automobile repair shop at an estimated cost of $80,000. 

Park City, Utah, is planning to build 
works and sewage system at 

The Austin Heating Co., Austin, Minn., is 
build a new steam power plant at an 
$75,000, 

The Shreveport Ice & Brewing Co., Shreveport, La., will 
build a new ice-manufacturing plant at an estimated cost 
of $65,000. 


a municipal water- 
an estimated cost of $100,000. 
planning to 
estimated cost of 


The Mohawk Irrigation System, Yuma, Ariz., will build 
pumping plants and an irrigation system at an estimated cost 
of $500,000. 

The Southern Railway, Cincinnati, has awarded contracts 
for a new locomotive terminal and shops to be built at Chat- 
tanooga, Tenn. 

The Burlington Milling Co., Burlington, Colo., is consid- 
ering plans for a new flour mill to be built at an estimated 
cost of $75,000. 

The Humble Oil & Refining Co., Houston, Texas, plans to 
build a new gasoline refinery at Woodson at an estimated 
cost of $60,000. 

The New York Steam Corporation, 280 Madison avenue, 
New York city, will build a steam power plant at an esti- 
mated cost of $2,500,000. 

The Missouri Casket Co., 2109 East Ninth Street, Kansas 
City, Mo., is said to be planning to build a new factory at an 
estimated cost of $65,000. 

The Farmers’ Mfg. Co., Board of Trade building, Norfolk, 
Va., is building a new stave mill at Maysville, N. C., at an 
estimated cost of $50,000. 

The Caddo-DeSota Oil Mill Co., Natchez, Miss., plans to 
build a new cottonseed oil mill at an estimated cost of $250,- 


97 


000. The company’s mailing address is at present at the 
Natchez Chamber of Commerce. 

The San Diego Consolidated Gas & Electric Co., San 
Diego, Calif., plans to build a new power substation at an 
estimated cost of $325,000. 

The Universal Products Co., 458 East Woodbridge street, 
Detroit, plans to build a new plant at River Rouge at an 
estimated cost of $100,000. 

The United States Gypsum Co., 205 West Monroe street, 
Chicago, will build a new factory near Dearborn, Mich., at 
an estimated cost of $200,000. 

The Southern Pulp & Naval Stores Co., Inc., Dublin, Ga., 
is building a mill to manufacture pulp, the estimated cost 
of the project being $650,000. 

tichard Brothers Die Works, 1560 East Milwaukee avenue, 
Detroit, will build a new factory at Hillsdale, Mich., at 
an estimated cost of $75,000. 

The Board of Education, Newburgh, N. Y., plans to install 
manual training equipment in a new high school to be built 
at an estimated cost of $250,000. 

The Missouri Pacific Railroad Co., St. Louis, is reported 
to be considering the construction of new car repair shops 
at Hot Springs, Ark., to cost $75,000. 

The Val Verde Mercantile Corporation, Donna, Texas, is 
planning to build a canning plant, with ice and refrigeration 
unit, at an estimated cost of $400,000. 

The Barden & Robson Corporation, Penn Yan, N. Y., 
manufacturer of crates, is building a new plant at Lockport, 
N. Y., at an estimated cost of $100,000. 

The Sullivan Mining Co., Kellogg, Idaho, is reported io 
be planning to build an electrically operated zinc smelting 
plant at an estimated cost of $1,000,000. 

The Anderson-Tully Co., North Second street, Memphis, 
is said to be planning to build a new mill to manufacture 
veneer, the estimated cost being $200,000. 

The Rubber Products Co. of America, Inc., Los Angeles, 
has awarded contracts for a new factory to be built at 
Bates City at an estimated cost of $45,000. 

The Board of Education, Topeka, Kan., plans to have 
manual training equipment installed in a new high school 
to be built at an estimated cost of $160,000. 

The School District of Kingston, Pa., plans to have a 
manual training department in a new high school which 
is to be built at an estimated cost of $650,000. 

The Roth Mfg. Co., 1600 Kilbourn avenue, Chicago, manu- 
facturer of automobile accessories, will build a new factory 
at Cicero, Ill., at an estimated cost of $50,000. 

The Chicago Rapid Transit Co., Chicago, is said to be 
considering plans for a car repair shop to be built at Niles 
Center, Ill., at an estimated cost of $300,000. 

The American Insulation Co., Roberts and Stokely streets, 
Philadelphia, is said to be planning to build a branch factory 
at St. Louis at an estimated cost of $100,000. 

Thomas Henry & Sons, Inc., Tioga street, Philadelphia, 
plans to build a new textile mill and machine shop at Nash- 
ville, Tenn., at an estimated cost of $225,000. 

l)rexel Institute, Thirty-second and Chestnut streets, Phila- 
delphia, will install mechanical and power equipment for 
classroom use at an estimated cost of $50,000. 

The Board of Education of East Lansing, Mich., will have 
manual training equipment installed in a new high school 
which is to be built at an estimated cost of $220,000. 

The Wood Hydraulic Hoist & Body Co., 3136 South Wabash 
Avenue, Chicago, will build a factory at Thirty-seventh street 
and Princeton Avenue at an estimated cost of $100,000. 

The Board of Trustees of the Canbrook school for boys, 
soon to be built at Bloomfield Hills, near Detroit, at an 
estimated cost of $1,250,000, plans to have vocational train- 
ing shops installed. 

The Duquesne Light Co., 4385 Sixth avenue, Pittsburgh, is 
said to have plans for constructing a new electric generat- 


ing plant on the Ohio River not far from Shippingport, 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 














a Hard To Sell. 


ll ee LO thea _ Vv alve Di scs to the 





contractor ritory? Other 

t. MET ALLO. GASKETS (corru- 

1) are a positive pr tion against 

yr years in severe rion: tl You 

complete stock because there is nothin, 
in them to harden, rust or crumble. 


METALLO GASKET CO., New Brunswick, N. J. 


Buffalo 
Hose Clamp 


Made of Sheet Brass 


Rustproof 
Durable 


Economical 





Fries & Company 
91 Main Street Buffalo, N. Y. 
























































“ 
Saw Dust Conveyor for Small and Medium Mills 
will i increase your A Liberal Proposition for Dealers 
eta ] Practical and economical. 
x i | V isa es Flanged wheels keep chain from 
52 i running off. Chain is spring 
mae steel and each link has its — 
e scraper. N scrape attach- 
” 36 ve nd for cae wh aati “Of, . Belt ~ 
: sprocke lrive M:z be placec 
Catalog and an or pane aa A op sag a 
a hl hand mills. 
Terms Oy as ae 
| Price $30.00. Chain is extra, 
» | 20¢ a foot, 
| Sawmill >n like it. Ask for 
H O & LA N D S M F G. C O © oe er sear theit comments. 
ESTABLISHED 1887 Don't pass this up. It's a winner. 
ERIE, PA. rr Bissidews Co., Cleveland, Tenn. 
. . “cc ” ° 4° 
Selling Points of “S. & S.” Friction Clutches WE. WAN j JOBBERS 
\ YHILE most clutch requirements can be r 
met with our standard “S. & S.” V-Block WIZARR A> 
Friction Clutch, our experience has led 
us to make two other types for certain BALLS Sik 
sleeve The V-Block Clutch furnished with standard i a 
sleeve can be used to drive wood, iron or steel : 
ullevs, gears and sheaves. For lighter duty such WIZARD (Stick) Belt Dressing 
n intershatts and light machinery, we make a Type “B”’ 
| nished vat st ndar We Sl is sold exclusively through jobbers! 
| S S Exy n Ring Ty Clutch, which i furnished ‘ we c . 
| : 6 1 8”. Write for full information about Our system of advertising for our jobbers gets the orders. 
Sales guaranteed—Write for our proposition. 
i L. ‘Shiai & Son RICHMOND BELT DRESSING MFG. CO., Inc. 
1675 Elston Ave. Chicago, Ill. Richmond, Va. 
Davis Valve Specialties have 
CO. been performing satisfactorily 
The New for over fifty years. Thousands of 
experienced engineers know the 
pa value of Davis design and insist 
Keyless Drill Chuck upon Davis for repeat orders and 
LIGHTER IN WEIGHT plant extensions. 
ALL HARDENED PARTS You can take full advantage of 
SE {ty this established position by han- 
HAND OPERATED dling the entire Davis line. Write 
BALL BEARING for the details. 
CONTINUOUS GRIP 
SIMPLE CONSTRUCTION The G. M. Davis Regulator Co. 
Ready ~ De ony W SIZE ETTCO 114” A 108 Milwaukee Ave. Chicago, Ul. 
Range O to 5/16". List $6.00 
1 Real Dealer's Profit—Stock Them DAVIS VAIGOY YS 
i Eastern Tube & Tool Co. VERS SINCE 1875 
| “<maeke  ee  * SPECIALTIES 
il a = aie 








When writing to Advertisers please mention Mitt Supp.ies. 
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Pa., the total estimated cost of the complete project being 
reported as $25,000,000. 


Capital Iron Works, Inc., Seventh and 


Topeka, Kan., will build a new 


shop, at an estimated cost of $200,000. 


The 


Holliday streets, 


plant, including a machine 


Packard Motor Car Co., Detroit, will build a new 
factory unit at an estimated cost of $100,( 
stood that it will be used for aircraft engineering service. 


00. It is under- 


The Mississippi Valley Structural Steel Co., Decatur, IIl., 


ill] build a new works and power house 


at Melrose Park, 


Ill., according to reports, the estimated cost being $600,000. 


The 
new 


Ol 


Port Commission, New Orleans, } 
arehouse and terminal, with convey 


The Pere Marquette River Co., Grand R 
recently organized and is said to be pla 


ans to build a 
ing, hoisting and 


her handling equipment, at an estimated cost of $1,250,000. 


apids, Mich., wa 
nning to build a 


hydro-electric power plant at an estimated cost of $500,000. 


The 


Hydrox Chemical Co., 


plant 


The 


Bulfalo Electro-Chemical Co., a s 


at Tonawanda, N. Y., at an estimates 


ubsidiary of the 


Chicago, is building a new chemical 


1 cost of $250,000. 


Board of Education of Phillipsburg, N. J., is plan- 


ning to have a manual training departme 


nt included in a 


proposed new high school which is soon to be built at an 
estimated cost of $400,000, 


The Oakland Motor Car Co., Pontiac, M 


new yp 


lant at an estimated cost of $5,000, 


ich., is building a 
100. The general 


contract has been awarded to the Austin Co., Cleveland. The 


is to be used for the Pontiac divisic 


Corporation. 


yn. of the General 





New Corporations 








The 


Kelley Tool & Mfg. Co., LaCrosse, 


manufacture tools and mechanical appliance 


Georgy 


Phe 


W. Kelley and others. 


Victor Cooler lDoor Co., Hagersto 


manufacture ice chutes and other refrig 


Wi 


es; Incorporators: 


S30,000, to 


n, Md., $250,000, 
‘ation equipment; 














corporators: Raymond J. Funkhouser and othe 
} 
} Field Notes 
’ 
oo 
Simonds Saw & Steel Co., Fitchburg, Mass., has opened 
branch sales office at 98 South Forsyth Street, Atlanta, 
Ga. F. H. Horton has been appointed branch manager. 
The Industrial Machine & Equipment Co. has opene fo 
busine at 39 Hamilton street, Newark, N. J., to ac 
ealer in neé and used machinery, and as plant liquidato 
Work | start soon on a new el story building which, 
en completed, will house the Fort Wayne Pipe & Suppiy 





Company and the P. & H. Supply Company, 


George E. Gustafson, member of the K 


Corporation’s sales organization, will be 


A. Strelinger Company, Detroit, af 


L. W. Jones Tool Co., Inc., has been ine 


to manufacture pipe benches, extension bits and other 





manufactul ng to be done at presel 


Cleveland Planer Co., Cleveland, Oh 


Fort Wayne, Ind. 
earney & Trecker 
located with the 
ter September Ist. 


orporated in New 


it under contrac 


0, i 1} myncted 
H. A. Smith Machinery Co., Syracuse, as it eprese! 
in central Nev York territory for the ale of open 1¢ 
} N¢ . 
he Tool Equipment sales Co., 18 South Clinton strect, 
; 


Chicag 


», has been appointed exclusive sale 


s agent in Illino 


Wisconsin and the eastern part of Iowa for the Threadwell 


Tool C 


The 
chine 
Foe 
vere 
The 
Bend, 


] 


pile 


o., Greenfield, Ma 


John Steptoe Co., Cincinnati, manufacturer of ma- 


tools, has been placed in receive 


ter as receiver. Operations in the 


uspended last month. 

South Bend Engineering & Sales ¢ 
Ind., was recently incorporated to 
hardware, implements and_ tools. 


ship, with C. J. 
company’s plant 


‘orporation, South 
leal in mill sup 


( 
The incorporators 








9Y 








listed in the articles of incorporation included Henry M. 
Harper, Carl W. Ginz, Herbert J. Lederer and William P. 
Kelly. 


e Sei- 


Cleveland Planer Co., Cleveland, has appointed th 
freat-Elstad Machinery Co., Dayton, Ohio, as its exclusive 
ales representative in southern Ohio, eastern Indiana and 
Kentucky territory. 

The Cleveland Planer Co., Cleveland, Ohio, recently ap- 
pointed P. M. Brotherhood & Son., Buffalo, to be its exclu- 
sive sales agent in eastern and western New York territory 
for its line of open side planers. 

The Orange Tapered Roller Bearing Co., 75 North Jeffer- 
son Street, Orange, will manufacture a newly patented roller 
bearing with non-friction cage. The bearing is the invention 
of C. W. Chisholm, who is vice-president of the company. 

Electric hoists ordered in June were 31.2 per cent more 
in number than in May. In value, they were 21 per cent 
g-eater than were the May orders. These figures are based 
on the record of the Electric Hoist Manufacturers’ Associa- 
tion. 


Walter W. Fleming, former general manager of the Berger 
& Carter Co., San Francisco, is now a member of the sales 
organization of Arthur B. Ambler, representative of Alan 
Wood Iron & Steel Co., and the Columbia Steel & Shaft 


ting 
Company. 


Ralph E. Weeks Co., Scranton, Pa., jobbers of plumbers’, 
steam and sheet metal supplies, has opened a branch ware- 
house at Sunbury, Pa., under the management of Ralp] 
Aul, who has had charge of sales in the latter territory for 
many years. 

The Hide, Leather & Belting Company, Indianapolis, manu- 
facturer of belting and dealer in mill supplies, is planning 
in extension of its four-story building at an estimated cost 
of $75,000. The company was established in 1870 and incor- 
porated in 1910. 

The Pacific States Cast Iron Pipe Co., is starting to con- 
<truct a plant at Provo, Utah. The company has recently 
been organized, and is controlled by the McWane Cast Iron 
Pipe Co., Birmingham, and the Columbia Steel Corporation, 
San Francisco. 

, 


The entire personnel of the former Joseph F. McCoy Co 


I 


57 Chambers street, New York, will be incorporated under 


the name of the Irving Hardware Co., and will begin busi- 
ness with the same lines as carried by the old company, which 
has been liquidated. 


The Detroit office of the W. M. Pattison Supply Company, 
of Cleveland, located in the lime Bank Buil 


ling, has been 


taken over by the Hendey Machine Co., Torrington, Conn., 
who will use it as a branch sales office under the manag>- 
ment of Edward B. Barker. 

Importations of machinery belt 


in value from $265,342 in 1924 


3.600 





United Kingdom being the greatest source of 
United States to Egypt in 1925 
were valued at a little over $20,000. 

The Joseph F. McCoy, Inc., 157 Chambers street, New 
York City, dealer in hardwa 
plies, is in process of voluntary liquidation. A publie aue 


exports of belting from the 


‘e, railway, mill and mine sup- 


tion sale of the entire stock, fixtures, good will and Jease 
was held at the company’s store on July 21st. 


The Hewitt Rubber Company, Buffalo, manufacturer of 





mechanieal rubber goods, has issued $1,000,000 worth of pr 
ferred stock, a portion of the proceeds t be used for 
expansion. The company some months ago acquire 
Gutta Percha & Rubber Mfg. Co., Brooklyn. 

Mechanical rubber goods valued at $250,056 were exported 
from the United States to Brazil last year, each individual 
item recording a gain over the previous year, when the value 
was $148,711. Rubber belting led the list with a total export 
of 251,539 pounds, valued at $169,895, which was a gain of 
21.5 per cent by volume. Rubber hose was second, with a 
total of 91,515 pounds, valued at $48,082. The rubber pack- 
ing exports were 36,895 pounds, valucd at $17,079.  Accord- 
ing to official trade reports, American manufacturers of me- 
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SPECIALTIES FOR MILL SUPPLY JOBBERS 
Who are Seeking Opportunities for Sales and Profit 








LEATHER LEATHER 


FILLET 


“LINLY”’ 


The Perfect Fillet 


Made by 
G. E. Tennison, Cincinnati, Ohio 
Write for information 


FILLET 


The No. 401 Champion 
Steel Rivet Forge 


can be seen working on 99 out of 
every 100 structural steel buildings 
being built in the United States to- 
day. The same may be said of all 
railroads, bridge builders, boiler makers, 
tank builders, etc. The No. 401 Forge 
has not only been adopted by this class 
of trade in the United States, but also 
throughout the entire world 


LEATHER 


LEATHER 


Carried in stock by all the leading 
mill supply jobbers. 


Write for No. 52 catalog. 
Champion Blower & Forge Co. 


Lancaster, Pa. 





ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to 
a round head machine screw, threaded up to the 
head. The steel key is forced into the slot of the 
screw under pressure and can't loosen. The re- 
sult is an all-steel screw, with wide binding sur- 
face, standard threads and bright tumble finish. 
Pleases every mechanic who has had to work 
with old style cast and malleable thumb screws. 


No delay in shipment. Complete stocks of all 
sizes. Also made in brass and bronze. A good 
seller. Send for Deaier’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, Ill, 


Cap Screws Made Right 


Cleveland Cap Screws are 
made right and are therefore 
good cap screws. 





Millions of all standard 
sizes are always in stock at 
our warehouses at NewYork, 
Chicago, Detroit and Los 
Angeles. 


The Cleveland Cap Screw 
Company 
2921 E. 79th St., Cleveland, O. 








Gee, It’s the Best Single Needle 
Torch I Ever Saw 


That's what expert mechanics say. They 
also say the No. 32 is WELL MADE, 
STURDY, DURABLE, QUICK in opera- 
tion and will soon save its cost. Yes, the 
cost is a trifle more than cheap inefficient 
Torches, but you do not endanger your 
life or property in using it. We Warrant 


it to please you. 


JOBBERS SUPPLY AT PACTORY 
PRICK 


CLAYTON & LAMBERT MFG. CO. 


6257 Beaubien st... DETROIT, MICH, 


No, 32 ‘Torch 
Ask for latest price 





SANDUSKY TOOL =.= 
CORP. FH 


142 Meigs St. 
Sandusky, Ohio 
Business Founded 1868 


Manufacturers of 
SELF-ALIGNING, STEEL- 
SPINDLE HAND SCREWS; 
WOOD HAND SCREWS; 
IRON & WOOD BENCH 
SCREWS; SEMI-STEEL & 
WOOD PLANES; PLANE 
IRONS & MACHINE 
KNIVES; WOOD MAL- 
LETS; COOPERS’ WOOD 
TOOLS; AND EYE, SHANK, 

& GOOSE-NECK HOES. . 
Write for Catalog — 

















There’s a good 
margin of 
profit for you in selling 
AMERICAN belting. It is 
made from the best grade 
of oak tanned leather and is 
built for real service. The 
repeat orders you get will 
prove its quality. 





AMERICAN LEATHER 
BELTING Co. 


Manufacturers of Leather 
selting 

1455 West Congress St. 
CHICAGO 





“Use. Biv: Ue" 
Sockets 
and Sleeves 


See that flat? — 








One solid piece—Standard except the flat 
AN ORDINARY DRILL SOCKET will drive a twist drill 
only as long as the drill has a tang. When the tang twists off 
or the shank breaks, the drill is useless in the ordinary socket. 


BUT—zsrind a flat (time 3 minutes) on the broken drill, slip 
it into a ‘“‘Use-Em-Up” Socket, and it’s as good as a new drill. 


Furnished in Sleeve or Socket Type. Specials made to order. 


Write for Jobber’s proposition, 


LOVEJOY TOOL WORKS 


328 West Ohio Street Chicago 


When writing to Advertisers please mention Mitt Suppiises 
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chanical rubber goods find local Brazilian manufacturers 
their chief competition in rubber belting and German man- 
ufacturers in rubber hose. 

With the recent retirement of L. H. Beck as chairman of 
the board of Beck & Gregg Hardware Co., Atlanta, there 
has been no other change in the officers of the company. The 
officers are: President, W. A. Parker, Jr.; vice-president, 
W. C. Holleyman; treasurer, Palmer J. Smith; secretary, C. 
J. Aldred. 

The fifth national exposition of power and mechanical 
engineering, popularly referred to as the New York Power 
Show, will be held at Grand Central Palace, New York City, 
December 6th to 11th. Already it is reported that the space 
on three entire floors and portion of a fourth floor has been 
sold to exhibitors. 

Uri T. Hungerford, head of the U. T. Hungerford Brass 
& Copper Co., New York, up to the time of his death on 
June 16th, provided in his will that all employes of the com- 
pany who had been in the organization five years or more be 
given six months’ pay. In addition he bequeathed specific 
sums to numerous employes. 

Walden-Worcester, Inc., Worcester, Mass., and Stevens & 
Co., New York, have been merged under the name of Stevens 
Walden-Worcester Co. J. V. Critchley, president of the 
Walden-Worcester company, chairman of the board of Graton 
& Knight Company and also president of Reed-Prentice Co., 
has become president of the new organization. 


The Rockford Milling Machine Co. and the Rockford Tool 
Co., both of Rockford, Ill., have been consolidated, and will 
hereafter be operated under the name of the Sundstrand 
Machine Tool Co. H. L. Olson is general manager of the 
new organization. The Rockford Milling Machine Co. was 
rganized in 1910, and the Rockford Tool Co. in 1905. 

The N. O. Nelson Mfg. Co., St. Louis, has opened a new 
est end branch and pipe warehouse at Duncan and Boyle 
avenues. The warehouse is of concrete and steel construc- 
tion, 200 by 300 feet, one story and basement. A switch 
track runs along one side, and along the other side is a 
lriveway extending under cover through the building. 


George M. Bernstein & Co., a new organization, has started 


in business at 549 West Washington boulevard, Chicago, to 
leal in new and used machine tools, plate working and 
hydraulic equipment and machinists’ supplies. The head 


of the business George M. Bernstein, formerly associated 


ith Louis FE. Emerman & Co., Chicago, dealer in metal 


orking machinery. 


The American Monorail Co. has been organized at Cleve 
land to manufacture monorail tracks and other material 
handling equipment, manufacturing to be carried on in a 
factory at West Sixty-seventh street and Pear avenue. H. 
M. Miller, formerly director of sales of the Louden Machinery 
Co., Fairfield, Iowa, is president of the new 

capitalized at $60,000. 


company, which 


Link Belt Company, Chicago, held a drive chain conference 
at Indianapolis July 7, 8 and 9. James S. Watson, general 
manager of the plant and of the drive chain division, pre- 

ded. One of the features was the dissection and criticism, 


ord for word, and page for page, of the advance edition of 
the 1926 silent chain data book which the company is pub 
lishing. Fifty sales representatives of the company were 


present at the conference. 

The general offices of the Lamson & Sessions Co., Cleve 
land, have been moved to the Kirk-Latty Mfg. Co. plant. 
Under the recent merger of these two manufacturers of 
bolts, nuts and rivets, the Lamson & Sessions Company has 
elected the following officers: President, J. G. Jennings; 
dent and chairman of the executive committee, 
vice-president and director of sales, I. L. 
Jennings; vice-president in charge of factory operations, Roy 
H. Smith; secretary and treasurer, Fred H. Mclsaac. Charles 
H. Longfield, formerly sales manager of the Kirk-Latty com 
pany, has been appointed sales manager of the reorganized 
company. The Kirk-Latty plant will be operated under its 
old name, at least for the present. J. G. Jennings was 


vice-pres 


George S. Case; 


formerly president of the Lamson & Sessions Co., Mr. Case 
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was treasurer and general manager of the same organization, 
I. L. Jennings was secretary and: sales manager, and Mr. 
MclIsaac was president of the Kirk-Latty Mfg. Co. 








CLASSIFIED ADVERTISEMENTS 


Classified Line Advertisements under heads of Wanted, For Sale, etc., 
will be published in this Department at a rate of 25 cents a line, each 
insertion. Count nine words to a line. 














SITUATIONS WANTED 








WANTED—Experienced mill supply sales executive, thor- 
oughly familiar with all phases of the business, desires man- 
agerial position, either buying or selling, with mill supply 
house. Address No. 856, care MILL SUPPLIES, 537 S. Dear- 
born St., Chicago. 

WANTED—Employed, energetic, capable sales engineer, 
35 years old, married, seven years’ general mill supply sales 
experience, proven record, excellent references, wishes to 
represent manufacturer in outside Chicago territory. Ad- 
dress No. 860, care MILL SUPPLIES, 537 S. Dearborn St., 
Chicago. 


SALESMEN WANTED 


WANTEI])—Salesman to sell textile belting for large 
manufacturer. Good opportunity for experienced salesman. 
State territory desired and full particulars in application. 
Replies treated strictly confidential. Address No. 862, care 
MILL SUPPLIES, 537 S. Dearborn St., Chicago. 

WANTED—Agent thoroughly acquainted with belting and 
belt-dressing may obtain exclusive right and eventual part- 
nership in proven belt-dressing, with unlimited possibilities. 
Address National Leather Preservative Co., 110 W. Cullerton 
Street, Chicago. 
BUSINESS OPPORTUNITY 

Old established Pennsylvania concern, manufacturing a 
high grade Leather Belt, wants partner who controls some 
large Leather Belting accounts, main object sales, cash sec- 
ondary consideration. This is a real opportunity. Address 
No. 857, care MILL SupPPLigEs, 537 S. Dearborn St., Chicago. 

FOR SALE—Will sell controlling interest in the fastest 
growing Mill Supply House in the Middle West. This is a 
$200,000 corporation, and $30,000 will handle the deal. Ad- 
lress No. 861, care MILL SUPPLIEs, 537 S. Dearborn St 


N Ol., 





Chicago. 

FOR SALE—Excellent Mill Supply and Machinery busi- 
ness. Located in the heart of North Carolina factory and 
mill district. Address reply to Carolina, care MILL SUPPLIEs, 
937 S. Dearborn St., Chicago. 


AGENCY WANTED 


WANTED—Man, well known in the mill supply fieid, 
who has been sales manager for a large manufacturer sell- 
ing to supply houses, desires to take on a few selected lines 
on a manufacturer’s agency basis. Will make his head 
quarters in Cleveland. Has wide acquaintance with mill 
supply distributors and manufacturers. For particulars, 
address No. 859, care MILL SUPPLIES, 537 S. Dearborn 
Chicago. 

Am calling regularly on jobbers of hardware, mill and 
automobile supplies, also railroads, in Virginia and North 
Carolina, on a straight commission basis. Would like to 
hear from manufacturers interested with view of direct 
representation. Address W. A. Whaley, 700 Redgate 
Avenue, Norfolk, Va. 


—“a a | 
PARAMOUNT SWEDISH BANDS 


ACCURATELY SPACED TEETH 
NO CRUSHED POINTS ~ GUARANTEED 


JD BURRILL & SON ~ ILION N.Y. 
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“Fortiry For Fire Figurine” 
DIENER SAFETY FIRE APPLIANCES 


Approved and labelled by 
Underwriters Laboratories, Inc. 


“PERFECTION” 
OILY WASTE CANS 


There is not only a definite de- 

mand by all industrial plants 

for oily waste cans but garages, 

both public and private, are 
FD. eG live prospects. “Perfection” 

cow o1aesto) Cans are wonderfully well 
cH ANS 





\ made. 


Diener Products are sold 
through jobbers. 


If you do not now carry the Diener line of Safety 
Fire Appliances write for catalog and particulars of 
their profit making possibilities. 


Manufactured by 


GEO. W. DIENER MFG. CO. 


400 N. Monticello Ave., CHICAGO, ILL., U. S. A. 








by 


Blow torches made 
Diener established a 
standard by which qual 
ity of torches is meas- 
ured. They are made for 
particular mechanics 
who demand and expect 
the best. The price is 
reasonable and_ profit 


for the jobber attractive 
400 N. Montualle Aw, Chicago, 1 

















Jhe Valve with the Reversible Disc & Seat 


(A 6 Seat and disc of Nicu- 
; “ae = j lanium — a hard, tough, 
5 close-grained nickel alloy 


! —-resists effectively the cut- 
| ting, wearing action of high 
| temperatures and pressures, 
Wes that is one factor in the 

é economy of Reverso Valves. 


4 
= 
2 


To this is added the re- 
versible feature. When one 
side wears both disc and 
seat reverse and you have 
the life of another valve 
with no extra expense. 

But this is not all of Re- 
verso’s vitality as disc and seat 
are easily regrindable. 

Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 


and prices, ask for new bulletin 
No. 17. 


REVERSO: — Bronze _ body 
r 200 Ibs. pressure. Total 
temperature 550 deg. F. 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tem- 
perature 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 


CINCINNATI, OHIO 





No. 780 





























GENUINE 


Self Lubricating - Anti-Frictional 


- SY 
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Mabb’s Chicago Rawhide 
Hydraulic Packing 


The Chicago Rawhide Mfg. Co. 


Sole Manufacturers 


1285 Elston Ave. Chicago, Ill. 
BRANCHES 


, New York 228 W. Fourth St., Los Angeles 
t., Boston 2428 Riverside Drive, Minneapolis 




















a Undeniably, Myers Water 
¥ A Systems—a style and size for _ a! 
iva | every service—stand pre-emi- : 
SELF-OILING nent in their domain. Designed ft 





developed and improved to 
provide economical, and more 
important still, dependable and 
long lasting water facilities fcr 
all kinds of requirements, they 4 
permit of a wide range for sales 
é activities in this. particu'a { 
oe field. 
Small capacity hand and pow : 
er outfits for ordinary 
homes, cottages, bunga- 
lows and similar instal- 


RESIDENCE 


WATER SYSTEM | 


N 











lations where water 
needs are not so _ pro- 
nounced — equally suc- 
cessful styles with greater vol ‘ 
ume for homes, farms, country 
estates, summer resorts, golf 
courses, creameries, dairies, (| 
public and private buildings 
where the daily consumption 
of water is large. Whatever 
the demand—here is a reliabl. 


Myers Water Syst 
Many new d ire being added to our 

agency lists daily—have you written us for litera- ee wd 

ture and prices? Your inquiry will receive prompt 


«of 
pees 7 : - a a? 
attention. We will quote direct or have one by 
W t I ne of « YERS 
AYER: 


our representatives see you. 


for the purpose. 








8 






PUMPS 1° epee 


The F. E. Myers & Bro. Co., Ashland, Ohio sor eT EM nance 
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AIR TANKS BELTING, LEATHER 
Leather selting Co 
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BOLTS, GAL \ ANIZE D AND MONEL 


BOLTS, “MACHINE 
~ rie ~ \ “ , t i e ‘ . 
BOLTS, SINK, STOVE AND PLOW 
i 1 . bb a“ & N 
BOLTS, STUD 


BOXE S, TOTE 


B 
BRAC KETS, WALL 
In & Machine Co 
Hi \I & 2 
Mi. 
| \\ C 
BRAKE LINING 


“BR Ass GOODS, STEAM 


Vv 


_ BRONZE BARS, CORED AND SOLID 
i Bunting s & |] e ( 


r 
i & 


BROOMS, FACTORY, WAREHOUSE AND 


RAL ROAD 


ey nufacturit 
BRUSHES. BENCH, FLOOR, ETC. 
? I Is! « I i Mfe ,' 


BUCKETS, ELEVATOR 
_ BUFFERS, ELECTRIC— 


1 
\ 


Bt RNE cRS ’ GASOL Sag AND KEROSENE 


“Bt SHINGS ‘BRONZE 


& 


( ANS, OILY WASTE 


CANS, REFUSE 


( — = ETY, GASOLINE 
( AR Ds, ENGISAN ED 


"AR- MOVE RS 
x \ ( 


CASING, WELI 


CASTERS, TRUCK 
undry & Machine C 
I < 

«& M 


CASTINGS, GRAY AND MALLEARLE 
Cut c& M ner 





ne & Foundry Co 





E. ASTINGS, SE EMI. STE EL 
1 { 


“ 





tt Founda: 


( CAT \L0G BIN 


Vv 


( 


om 


DE RS, LOOSE LEAF 





CAT ALOGS. 


~ 


oa NT, 
In 


neo Cat ret ‘Secctes Ce 
Donnelley & Sons 





SU ‘P PLY HOUSE 


ASBESTOS 


CEMENT, Le ATHER BELT 


Chicago Rawhi 








Wm. B. S if & Sons Co Ar rican I 
ANVEILS Chicago 4 M 
Columbus Anvil & Forging Co ohnson Be B Col 
Yo M Co ] lew ¢ I 
(; . i«& ( 
APRONS, LEATHER , nar Easter 
Chi Rawhide Mfg. Co, s h 1d & Co., Philadelphi: 
; : pen I. B. V is & S 
Edward R. Ladew Co,, In BELTING, LINK 
ARBORS Chee. Acca 
M« I , : iB ELTING, _ROUND 
BABBITE METALS Co 
Do N ry Mi Co 
Hi M 
Th MI 
M M Co Se} sd 
BARRELS, STEEL I I 
M I , & Sor 
BARRELS, TUMBLING BELTING, RUBBER 
Roy & M hin ! n Woven Hose & Tu r co 
:ARINGS, BRONZE “ehcp i tg Oe eh ica 
TQ 1 Bronze ( : 
At i Co. Belting & I ng Co 
BEARINGS, SHAFT, BABBITTED a nba t 
& Machit BELTING, THRESHER 
I I | & hu er 
I i ‘ lachir 1 
The H 1 M & vundry Co. napa! 
r & M ° 2 
BEARINGS, SHAPT, BALI : 
BELTING, TRACTOR 
\ t Ww e Xtil ! t 4 ) 
BEARINGS, SHAFT, OLLLESS BELTING, TWISTED 
BEARINGS, SHAFT, ROLLER ‘ Fa oe ee ae Rates 
I ‘ou & M BS es BELTING, WATERPROOF 
I t \ 1 1 a A I ! om t r Fe t 
M 
, 
The Timken Roller Bearing Co - 
BELT CLEANSER AND STUPFER , 
BELT DRESSING 1 : 
1 ul ( \ I t & Text I Iting Co 
Mita ‘ + os * BELTS, WELL DRILLING 
: BENCHES (WORK), JEWELERS 
Tv} xT liu Co 
& Co BENCH LEGS 
Belt D I M Ca., It t M ne & Four 
St Y Belting C tiot BINDERS, LOOSE LEAF CATALOG 
BELT FASTENERS BITS, TOOL HOLDER 
. is BLOCKS, CHAIN 
escent |! it Steyr \I 
BELT LACINGS, LEATHER —_— 
} Mfc 
. & Sons BLOCKS. PILLOW 
ages ‘ 
Edwa I . c &§ 
G I nn & 
. oes ren: <0 - . T} tT a ’ . XT te © 
BELT LACINGS, METALLIC The Hill Clutch Me & 
S ° ~ = 4 1 I y ’ 
The |} mpar zi . : CS - 
BELT SHIFTERS 
Page ay. a BLOCKS, TACKLI 
T. I WW i Sons Co t W 
BELT TIGHTENERS BLOWERS, FORGE 
(lut & M inet ( Electr Rlower Company 
p. a Co mal hine & Foundry Co. BLOWERS, GAS AND OIL COMBUSTION 
fr. B > r n I 
SELTING, BALATA azihaeaaes - oe . 
nnecievaa . BLOWERS, PORTABLE, ELECTRIC 
; ) Elect Blow a 
iad "BELTING CANVAS As STITCHEI sg os OE 
BS ot erase ation Bal BLOWE RS, _PRESSURE 
BEL TING, CONV I . 
vi se & Rubtl _BLOWE RS, SANDBLAST 
1 Rubber Co.,. ie. Leimat 
ul Rubber Co BOILERS. TUBULAR AND WATER TUBE 
¢ ng & -_ 1 ‘ Vv t Macl 
De Beet hierar a BOLT ENDS 
0 lata & Text! le Belting Co T ia tan od TN v & Bolt M ? 
BI LTING. ‘COTTON. SOLID WOVEN BOLTS, CARRIAGE 
1+ , rd & Wat i t & 
salata & Text file Relting Co r Su} rr Serew & Bolt Mfge. C 
‘BELTING, IMPREGNATED BOLTS, EYE, HOOK, RING AND LAG 
Stanl Belting Corporation he Si r Screw & Bolt Mfg. Co, 
When writing to Advertisers please mention 
















































































¢ ‘cE MENT, PIPE JOINT 
Dixon Crucible Co 
Cc HAIN BELTS 
W. Caldwell & Son Co 
CHAIN, CONVEYOR 


CHAIN, SAWDI ST 
dM 
CHARGING SETS, BATTERY 
! Blectri M 


CHUCKS, AUTOM ATIC 
Tu 


& T Co Ir ‘‘Eastern.”’ 


CHUCKS, DRILL 
n Tu & Drill ¢ It Ettco.” 
Twist D «& M hin or 
( BU CKs, LATHE 
( L AMP FIXNTU RES 
CL AMPs, BAR 


( CLAMPS, BEI r 


CLAMPS, “C” 
‘ M 
WI M 
k rd M 
CLAMPs, ¢ ARK IAGE 
CLAMPs, PIPE REPAIR 


CLEANERS, FLUE 


CLEANERS, VACUUM 
( LIPS FOR PNEUMATIC SETS 
( LOSETS, FROST PROOE 
CLOTHS, WIPING 


~ \ Inc. 
CLUTCHES, FRICTION 
r M 


COCKS, AIR 


\ 
cCOcKs, BALL 
COCKS, CORPORATION 


COCKS, GAGE 


o a \ V 
COCKS, STEAM AND SERVICE 


\ x 
\ 


COULS | AND BENDS, PIPE 


COLLARS SHAFT 


COLUMNS, WATER 
COMMER AL DROP FORGINGS 
; COMPOUND, PIPE JOINT 
CONVEYORS, FOR ALL PURPOSES 

CONVEYORS, SAWDUST 
COPPERSMITHS 
COPPERS SOLDERING 

( Ot NT ERBORES 
cot NT ERSH AFTS : 


ige Manufacturing Corp 





remont Machine Co., The 
Clutch & Machinery Co 
Hill Clutch Machine & Foundry Co. 
Medart Company 
Koyerstord Foundry & Machine Co, 
T. B. Wood Sons Co, 
COUNT -RSHAPTS, SMALL 

Birkle Machine Works 
N. A. Strand & Co 

COUPLINGS, SHAFT 
ro Pulley & Shafting Co 
Man ul turing ¢ sige ak ition 
& Machiner ( 
‘lute h Machine & ‘Poundsy Co. 
I ( ompany 














Chit 
i 





Machine Co, 
Machine Co. 





Be Wood Sons Co, 
COUPLINGS, SHAFT, FLEXIBLE 
le Machine Works 





Ee gemon o., The 

I Is Clu rv ¢ 

I Hi ( «& 1 
rh M 

I Me 

\ I Ss l 

L. J W 





COL FLINGS, SHAFT, MARINE 
I Foundry Machine C¢ 
COVE RING, PULLEY 


( CR AN s, Hi AND POWER 


T ( ° 

CRANES, pn Beg TRAVELING AND JIB 
r ( Moot Mig. Co. 

The Yale & Tow Mfr 


C R AYONS, LUMBER 


CUPS, LEATHER 








Ladev < Ir 
I \\ on-sSti nan ¢ 
CUPs, OIL, AND GREASE 
Ar Ir tor sO 
I 1 “In 
I W P< 
- rw M ‘ 
T. WV ms Valve Co 
cl TYE Rs, BELT 
I I I 
ct TTE RS GASKE' r AND WASHER 
Edw Ww In 
ct rrERS GLASS 
“) “ 
cu Ronsiohy MILLING 
Twist Dr ‘ 
Mor Twist I & M 
CUTTERS, PIPE 
Ar ro # y ) 
Greent I & Die ¢ 
I M 
1 ling M Y 
CYLINDERS, WATER, AIR OR GAS 
tior Tulse i) 
B.S & Sor ( 
DIES, THREADING 
Armstrong Pr s Ce 
Greet T & 
Mor Twist Tr & M 
The Oster Mf 
Toledo } M 
DIPPERS, COPPER 
DISCS, VALVE 
Met a 
DOGS, LATHE 
I Co. 


DRAGS, SAWDUS1 


DRESSERS, GRINDING WHEEL 
Scandir n Western Ir - Co. Ltd 
DRILLING POSTS 





A ‘i 
DRILLS, ELECTRIC 
rT I & DD er Mf ( 
I I 

I I A Mact 

T I M 

> y M 

N Ay = r < 

I United Stat E t Tool Co 
DRILLS, POST 

‘ ampion Blows & 1 oO 

The ‘ nt M 

72 United Stat E tr 1 Tool Co 

DRILLS, RATCHET 

rr \ D Bro T 

Lo 0 I Wor 
DRILLS, TWIST 

( 1 Twist Prill Co 

Greenfield Tap & e Cory 

Morse Twist Prill & Machine Co 
DRIVES, POWER 

The Oste Co, 

The Toledo Pipe Threading ichine Co, 


I ling M 
“DROP-FO” VISES 
re Co 


Fulton Drop For 


Eat bal I a ‘SH ART, FRICTION CUT-OFF 


The Allen 





\ucust, 


DROP FORGED VIS 
Fulton Drop Forge Co. 
DROP FORGINGS, LIGHT 
Fulton Drop Forge Co. 
DRUMS, CAST IRON 
Falls Clutch & Machinery Co, 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood Sons Co, 
LJIECTORS 
American Injector Co 
Nason Manutacturing Co. (acid) 
Penberthy - jector Co. 
Sherwood g 
ELEC TRIG G i. U Kk HEATERS, COOKERS 
AND POTS 
ta-Warm Electric Heater Corporation 
ELECTRIC LAMPS, Abst STABLE 
Appleton Electric Company “Reelite’ 
ELIMINATORS, OLL 
The D. T. Williams Valve Co, 


ENGINE AND BOILER FITTINGS 











n ican Injector Co, 
McRae & Roberts Co 
rhe Wm. Powell Co 
Sherwood Mf Co, 
ly. T. Williams Valve Co 
EXHAUST BLOWERS, ELECTRIC 
Electric Blower Company 


EXPANDERS, TUBE 
e Watson-Stillman Co 
ejoy Tool Works 





—-% ANSION TANKS 
Wm. B.S & Sons Co 
: xp 1D L L ERs, OLL AND MOISTURE 
rhe lb, Anderson Co 


EXT ENSIONS, TAP 
Mt ‘ 


1D NTENG ISHERSs, FIRE 


Geo. W. Dien Mfg. Co, 
Pyrene Mt Co 


JE YE SME — aS I AC E PROTECTORS 


esl 


1 wns VE NTL TING, ELECTRIC 
t W 


Ele« 
M on “Eh tri Mf: Co 
FASTENERS, BELT 
I Br Cor ul 
pper Be L. ‘ mpatr 
nt Belt 1 ner 
exible Stee L, ing Co 


FEED WATER SOFTENER AND PURIFIER 
Drods Manuta Corporation 








Phe Swartwout Company 
FEEDER VALVES, STEAM HEATING 
BOILER 
Nason Manufacturir Co 
“PILES 
Ar Sw File & Tool Co, 
\ 





rn Importir Co, Ltd, 
FILLET, LEATHER 


ILT ERS. w ATER 





; FIRE LPXTINGL ISHERS 
Pyrene Mf 
FIRE PREVENTING EQUIPMENT 
\\ T bieorne Mt Co 
FITTINGS, HIGH PRESSURE 
V t M hin 

FITTINGS, HOSE, BRASS 

n Hose & Rubber Co, 
B. St I nM “o 
FITTINGS, HYDRAULIC 

1 t M hine 
The Watson-still n o 
pi ba gti oa MALLEABLE 
Mall , ‘ 


FITTINGS, PIPE, STEEL 


I & Te Wi 
T Watsor l n (Co 
V t M hit ( 
+ ~ E pao cee SH ArT LQUIPMENTS 
= nu ! », In 
x \ Strand ‘ 
FLOATS, ALUMINUM 
\ ur H i 
FLOATS, COPPER 
‘a 
\ ur I 
FLOATS. LEAD COATED 
Hf & 
FLOATS, STEEI 
i 
1 LOOR STANDS 
Four & M hine Co, 
M 1 tl ! pe t 1 
I Hi Found & M hine Co. 
Med ( 
rsfo 7 cunaty & Machine Co 
I I Wood I ‘ 
i I X, SOLDERING 
der 
r LY WHEELS 
Dodge Manufacturing Corporation 
I Clutch & Machines Co, 
The “+e Chuteh Machine & Foundry Co 
The Me Compan 
I’vott ay ounar Company 
hieeve Pulleys Co 
r. B Vood Sons Co 
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Turned and Polished Shafting 
Milled Key Seats at Reasonable Prices 
Cold Drawn Rounds, Flats, Squares, Hexagons 
and Screw Stock 


Shipments from stock made the same day. Jobbers—Send for our stock list. 


BLISS & LAUGHLIN, Inc. 


Mills and General Offices: Established 1891 
HARVEY, ILLINOIS 


Chicago Phone: Pullman 6490 








Chicago Warehouse: 
1023-1025-1027 West Jackson Blvd. 
Phone: Monroe 5356 and 5357 








EVERY MANUFACTURER OUGHT TO HAVE THIS GREAT] | 
MANUFACTURING IMPROVEMENT—THE SAND BLAST-+ 


____ Sano Biast OutFits COMPLETE WITH AIR SuppLy 


LEA Hebe LETTERING CLEANING TLES > CABINET 
AND DESIGNS T 
ON GLASSWARE 


<a FROSTING GAS 


— = Wt AND ELECTRIC 
i } FIXTURES a 


4 = 
he 
f « 
ie © 
See 
= 
=e £ | LEAN NG 





aL MAT FINISHING 


|e sentry 7] 




















FROM TOOLS 
* 


An inexpensive 
outfit that you 
cannot afford to nA 
do without. 


Improve your 
product and de- 
crease your costs. 


tes 


Zul 


The most inexperienced boy or girl will do the 


































finest work—uniform and even effects, without st tine n tact an le in t n 
streaks or spotting—and on the first try without The Wearing qualities of your plate will be greatly im- 
any previous experience, proved by sand blasting the surface before plating. 
\ t A sand blasted surface is one that the plate will hold on 
to with vigor. 
\\ it will find a foot hold and will cling much more quickly 
\“ than on any other surface, 
\ f sand wil 
Ix 
{ 
i 
I: ape fit, necessar ! 
What the Sand Blast Does! END US THIS INFORMATION 
i" t nf n And We I Tell You What _Outtit You Need 
ee i i 
G 







5. Ix 


: _ Or do you wish the sand blast as a finish? 
Gas and Electric tt i finis! i uo wat 1 S 


Frosting Window 


Fixtures Glass 
Telephones Statuary 
Carburetors Automobile 
Jewelry Hardware 
Cosmetic box and jar Skates 

covers Building Hardware 
Moulds Die Castings 


Phonographs 
Combs and Hair 


Silverware 
Electrical Goods 


Ornaments 
Clocks and Watches 
Speedometers 
Thermometers 
Drills and Cutters 
Gears 
Electric Light Bulbs 
Lettering Bottles 
Sand = Blasting 


Burrs, File or Grinding Marks; nor 
does it take the place of grinding or 


Filing iT DORKS 


Send in your sample 
to you all sand blasted with our complete H- 
lustrated catalog and price of the correct out- 
ust tear out this page 
and forward it with your sample.—Send it 
off right now and we'll have the answer back 


fit for your work. 


before you know it. 
WW hha ‘ 


ILLUSTRATED 
CATALOG FREE 


Radio Parts 
Medals 
Musical Instruments 
Scientific 

Instruments 
Cutlery 
Novelties 


does not remove 


NOT POLISH 
and we will return it 


LEIMAN BROS. 





23 HSC Walker St. 
NEW YORK ery for Thirty-five Years 


Vakers of Good Vac hin- 


When writing to Advertisers please mention Mitt Supp.ies, 
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FORGE BLOWERS, ELECTRIC H. W. Caldwell & Son Co 
E Blow 4 » Pulley & S ng ¢ 
FORGES, BLACKSMITH Manutactur Corpo I 
i « ( lls u & M i - 4 
FORGES, RIVET I i h M & Fou Co. 
vi & lo ' M 
I \ ] \ 
FRAMES, HACK SAW I 1 * Machine ( 
I \ in « o In . Ii 1 
“FRAMES, WALL r. B. Wood Sons Co. 
M : HEADS, EXHAUST 
i HEATERS, FEED WATER 
J M & ( \1 H & | 
: HEATERS, GLUE, ELECTRIC 
EURNACES, SOLDERING HEATERS, GLUE, STEAM AND GAS 
NT ‘I ! 1 tu l ‘ 
Ss HELMETS AND RESPIRATORS 
< » kk al a. n 
¥ \ 


FURNACES, MELTING 


GAGEs, HYDRAULIC 


GAGES, IRON, AMMONIA AND CHEMICAL 


GAGES, WATER 
A 
MI 
GASKETS 
t 
GAUZE, TUBULAR KNITTED 
GEARS 
GEARS, SPEED REDUCING 
GLASSES, GAGI 
GLU HEATERS, COOKERS AND POTS 
GOGGLES, EYE SHADES, ET¢ 
GRAPHITE FOR ALL PURPOSES 
GREASE, LUBRICATING 
GRINDERS, BELT. ROPE AND MOTOR 
RIV 
GRINDERS, BENCH AND FLOOR 
GRINDERS, DIs¢ 
GRINDERS, ELECTRIC 
o a M 
Mara 
Stow Ma 
N a Str 4 
The t er 


GRINDERS, VALVI 
Ld r 


e Bla & 





The United States 1 
GUARDS, ELECTRIC LAMP 
Flex e Steel Lacir 


GUARDS, CABLE, HIGHWAY 


GUNS, OIL AND GREASE 
na y & Ma } Y ) 


HAMMERS 





BALL BEARING 


HANGERS, 





HANGERS, DOOR 
F. E. Myers & Br ( 


HANGERS, PIPE 
Iilinois Malleable Tron Co. 
Walw ompar 

HANGERS. SHAFT 
Amer an © my 
Bond Foundry & M 


en oe ne es 


When 


HOES 
i ‘ . 
HOISTS, CHAIN 
M Mrg. ¢ 
\ «& vr M ‘ 
HOISTS, ELECTRIC 
Mbt \l ‘ 
& Towne Mfg, ¢ 
HOISTS, HAND 
M l - | 
I 
HOLDERS, TOOL 


HOOKS, BELI 


HOSE, COTTON 


HOSE, RUBBER 


lt 


HYDRAULIC LEATHER 


INJECTORS 


S \I 


INSULATING MATERIALS 
IRON PRESERVATIVES 
l I 
TRONS, SOLDERING 
TAC KS, LIFTING 


JOINTERS, WOODWORKING 


JOINTS, EXPANSION, COPPER 
KETTLES, STEAM JACKETED 


KNIVES, MACHINE 


LACERS, BELT 


LADLES, MELTING 


LAMP GUARDS 
LAMPS, ELECTRIC, ADJUSTABLE 


LATHES, LABORATORY, ELECTRIC 
: . ; 





LATHES, WOODWORKING 


‘ 


\ hir 7 
LEATHER FILLE 


LEATHER SPECIALTIES 
e Mfg. Co 


Id 1 R. Ladew Co, Th 
LEATHERS, HAND 
vi Mfg. Co 


LEGS, BENCH 
E 1 St : Ce 
LOCKS, INDUSTRIAL 
T Ife 


wne ( 


Tr} Y & ow! Mfs ) 
LUBRICANTS, BALL & ROLLER BEARING 
Bond I indr & M hine Co, 


indr & M Y 
LUBRICATORS 


M lough Mfg. Co.. Mint 


Mel & I ert 


Minn 











1] oO. 
I 6 
j Lb, T. Williams Valve Co. 
MACHINE TOOLS 
The Crescent Machine Co. 
Greenfield Tap & Die Corp 
tord Foundry & Machine Co 
Sidney M: 1ine Tool Co 
MACHINERY CLUTCHES 
Chicago Pulley & Shatting C« 
Manufactur Corporation 
i ! nt Ma 1 Co li 
1 Hi utel M hi « | indry Co 
rl Medart Company 
I} Moore & White Co 
\ lL. Schultz & Son 
T. Lb. Wood Sons Co, 
MACHINERY, COAL HANDLING 
Hi. W. Caldwell & Son Co 
Dod Manu turing Corporation 
MACHINERY, CONVEYING AND ELEVATING 
Lodge Mianu turing Corporation 
t Clute «& MM hinery Co, 
I} HH Clutch M hine & Fou 





MACHINES, GRINDING AND POLISHING 
re hlectric pany 





1 








United States El 
MACHINERY, ICE 
lienry \ t M hime 


7. 


AND REFRIGERATION 


MACHINES, METAL CUTTING 
Atkins & ( It 


E. & . 

MACHINES, PIPE CUTTING AND 

PHREADING 
I & ie Corp, 

Ost M ' 
I l I 1 M ! Co 
MACHINES, PUNCHING AND SHEARING 
Itoyversford Foundry & Machine Co. 

MACHINES, TIRE ROUGHING 


I i 


MACHINERY, WOODWORKING 


M 


Ml I 


MALLETS, WOOD 


MALLETS AND HAMMERS, RAWHIDI 


MANDRELS 
t TD & Machi: ( 
MATS AND MAPTING, RUBBER 
hu , Ir 


w Yo I tit & | ! Co 
MERCHANDISE CONVEYORS 
I & Pp Co 


METAL, BEARING 


Meet > 
MILL LEATHERS, ALL KINDS 
, ‘ }*} ! } 

! i t MI 

Lacew % . I 
\ } en Co 

MONORAIL SWire — AND TURNTAGBIS 

i \ “ T I I ‘ 

MORTISERS 


Cyr ent I 


MOTORS, ELECTRIC 








El I 
M t I Electr Mfr Co 
MOVERS, CAR 
MI r Co, 
Car Mover ¢ 
MULE STANDS 
Fou & Machine ¢ 
I Ma turing Corpor 
‘ M ‘ 
I H u } & 1 Co 
Med v 
I B. WV Co. 
NUT SETTERS 
TInited Stat Electrical T Co 


NUTS, MACHINE SCREW 
, ps Vv Co, 

I ! S ( oration 

NUTS, WING 

The Eberhard Mfg. Co. 
OLL PUMPS, HAND 

Mfe. Co. 

OTL WELL ACCESSORIES 


Powell Co, 


OILERS, HAND 


Sherwood 


The Wm. 


OLLING DEVICES 

American Injector Co, 

Detroit Lubricator Co, 

The Wm. Powell Co, 

Sherwood Mfg. Co, 

The D. T. Williams Valve Co. 
PACKING, AMMONIA 

Boston Woven Hose & Rubber Co. 

Diamond Rubber Co., Inc 


La 9 ae name 
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SURPLUS STOCK 


IN... es 


at bargain prices: 


Bausch & Lomb Optical Company of Rochester, 


offers its surplus stock of the following 


Genuine Grobet Files, prac 
14A Phoenix Casters. 
Miscellaneou 

ing wheel 
Crystox & Manning 


24’ Behr emery paper. 


tically all shapes, sizes and cuts. 
ortment of all sizes, grinds and graces of grind 
grinding discs 


30-36-48’’ Garnet paper. 

tity various sizes and widths bra butt 

yoth brass and bright, all sizes and kinds t 
screw blanks, chest handles, desk slide 
cellaneous hardware. 





Stock all new and in good condition 











_— THAT cur 


Write 


told in a 


for story of Delta Files that is 
surprising booklet entitled 
“Files that Cut.” 


to any shop. 


It is worth money 


DELTA FILE WORKS 


Ad 


OS DELTA € 


BRiIDESBURG PHILADELPHIA 





The Trio Triumphant 


Genuine 
Nason 
Steam 
Traps 





Class B, 1 to 20 Ibs. 





Class ©, 20 to 70 Ibs. 


In 1841 


and have been at it 


we started 


ever since. Write us. 





side Lug, 


10 to 150 Ibs, 


Nason Manufacturing Co. 
Steam Spectalty 


71 Fulton St., 


Specialists 


New York 
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MID WEST ASBESTOS PRODUCTS COMPANY 


tl South Justine st. Chicage, Tl. 














COCHECO 
LEATHER BELTING 


Always the first choice of engineers 
who know that it pays to buy the 
best in and 


belting — that is 


Cocheco. 


I. B. Williams & Sons 
Dover, N. H. 


14-16 N. Franklin St. 71-73 Murray St. 
Chicago New York 


111 Summer St. 
Boston, Mass. 








The 

“VERITAS” 
WHEEL 

DRESSER 









SAFE 
SIMPLE 
EFFECTIVE 
EASILY 
RENEWABLE 
MOST ECONOMICAL 


Made in 


Sweden 


The “VERITAS” Wheel Dresser meets all 


the requirements of a tool for the 


Grinding 
general dressing 


and truing up of emery, carborundum and other 


The roll consists of hardened steel 
shaped teeth which keep their sharp- 
The spindle 


grinding wheels 
plates with “UU” 


ness until they are completely worn out. 


is provided with a lubricating cap. 
We carry a full line of circular files and torches 
Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
116 Broad St., New York, N. Y. 


Minneapolis, Minn. Montreal, Can. 
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) '| Air Tanks, Gasoline or Oil Tanks, Expansion Tanks 
I ee Riveted—-W elded—Copper Brazed; Plain or Galvanized 


We are prepared to manufacture Copper-Brazed Tanks in conformity with 
1. S. WM. E. Unfired Pressure Vessel Code 


WATER FILTERS and PURIFIERS for every use 


Range Boilers 


wn. B. & SONS @ 


FOUNDED 


= [ FILTERS |“ 


New York—26 Cortland St. Chicago—38 So. Dearborn St. 

















ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 


9) IRON BODY GATE VALVES 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 














Anderson Steam Traps 
The Test of Time 


' either makes or breaks a reputation. In the case olf 
“Junior” Model Anderson Steam Specialties the test of time has proven 
Our newest trap. A pra every claim which we have made for them. 











sterilizess. Thousands of installations all over the country are proof 


of the high quality, reliability and durability of Anderson 
products. 








You can have these reliable Anderson prod- 2 / 
ucts in your plant. Write us about your re- 
quirements and let us quote you prices. 










Model “O” 
Removes accumula 
Water under pressure For street 


ir Trap ae = 
Ai ae. fg I Model “D” Steam 1 rap 
A tral f the hest effi ney 


! 








! ! “ iit ! Can | pre ie) 
nl buildir l ! ‘ \ a 
! I sed l tlve ind < 
colver Simpl ind I 1 wabl « 
Works s from ! 1 Boxed t 
| | : 
< 
wh. 
” 
4 . ° 
; Cleveland, Ohio 
3 336 3rd Avenue, New York City 242 Race St., Philadelphia 
100 Pearl St., Boston 207 Union Trust Bldg., Baltimore 


34 Plymouth Court, Chicago 
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BLACK & DECKER 
IZ inch (3p) Ball Bearing Electric Grinder 


Product of Marschke Grinder Division 
of The Black & k & Decker — Co. 


sa is RAS Se 6: ee rea 2 tthe a ee) 








This is one of the most popular of the 
Electric Grinders manufactured by the 
Marschke Grinder Division of The Biack 
& Decker Mfg. Co. 


Its unusual strength and durability is 
indicated by the NET WEIGHT of 650 
POUNDS. Comparisons are invited. Heavy 
construction means minimum vibration 
and maximum life. 


ADJUSTABLE WHEEL GUARDS. Tool 
rests are mounted on lower lip of wheel 
guards, so that adjustment of guards 


automatically adjusts tool rests. No a i oe hed 

WRENCHES REQUIRED FOR ADJUST- 3 Gee 
ING WHEEL GUARDS. | © aio BUFFERS 
; PRO DULT OF 

Motors are special Heavy Duty fully ARSENE Case (a: 


enclosed type. The Alternating Current 
Motors are made in our own plant and 
have WELDED ROTORS. These motors 
have the patented MARSCHKE REMOV- 
ABLE STATOR CORE WINDINGS, so 
that in emergencies the complete stator 
may be replaced without removing motor. 


Supplied with FOOT PEDAL CONTROL 
(as illustrated) or PUSH BUTTON CON- 
TROL as desired. 





\gprersesnesenenesns ARE A A MO A AEE AR oe US 
¢ 


Wheel Guards are MALLEABLE IRON. 12-INCH (3 H. P.) 
ELECTRIC GRINDER $275 
Two Water pots cast in table. for 220, 440 or 550 volt 2 or 3 phase 


60 cycle A. C. 
$325 for 110 or 220 volt D. C. 


Can also be supplied for 50 cycles 











Y —— = | 
This is only one of a complete line of Electric Grinders ranging from 
6 inch to 30 inch wheels and Buffers from 1 to 10 horsepower. 





Write for Catalogue No. 10 listing complete line. 


©THE BLACK & DECKER MFG.CO. 
TOWSON, MARYLAND 
Black & Decker Mfg. Co., Limited, Toronto, Ont. 
Black & Decker, Limited, London, England 


BRANCH OFFICES AND SERVICE STATIONS IN 


BOSTON NEW YORK SAN FRANCISCO ATLANTA DETROIT 
_BUFFALO PHILADELPHIA ST. LOUIS DALLAS CHICAGO 


ne mre 8 


BALTIMORE KANSAS CITY 
MINNEAPOLIS CLEVELAND 
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Xo that oF Bronze! 


20 Years or More! 


Long Outlasts 
The Best 
Bronze Metal. 


Not a drop! / 
A ON* 
Forget it! 
INFORE ! 
Write us today! 








SEARING: 








ARGUTO OILLESS BEARING CO. 
Wayne Junction —Philadelphia, Pa. 
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Cap Screw Heads that are 
Consistently Perfect 


A broad statement to make—but one that any user of Ferry 
Heat-Treated Cap Screws will admit. 


The heads of Ferry Cap Screws are clean cut, smooth, and true. 


Made so by the famous Ferry patented die compression principle 
of forming heads and the careful machining of them. 


Ferry Products are packed in remarkably strong containers for 
the hardware trade. 


Send us your next order—don’t delay. Our prices are right—our 
service prompt. 


“Tf it’s upset—it must be heat-treated.” 


THE Ferry Cire & SET SCREW Co. 


2151 Seranton Road Cleveland. Ohio 








ESS SCREWS 


*KINTELD KY ATWELL PRINTING & BINDING CO., CHICAGO, ILL. 














